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M ANY policyowners and beneficiaries are receiving 
the equivalent of a “thirteenth check” from The 
Connecticut Mutual this year. But there’s no mystery 
behind it. Good investment income is the answer. 


Connecticut Mutual is currently paying 314% inter- 
est on proceeds left with the Company under all of 
its optional settlement agreements. Some of these 
agreements are issued on a 2% basis, others on a 
214% basis and still others outstanding carry a 3% 
guaranteed rate. 


Thus, in the case of an interest income agreement, 
for example, under which 3% interest is guaranteed, 
the excess interest included in each monthly check 
during the year will be exactly equivalent to a full 
extra income payment — in effect, a “thirteenth 
check”. 


The Connecticut Mutual pioneered in the field of 
income settlement plans, believing that The Com- 
pany’s function is not only to create estates but also 
to help in their conservation and distribution. 
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Voluntary Health 
Cover Makes Huge 
Strides in Decade 


Health Council Shows 
Gains in Year and 
Over 10-Year Span 


Continuing its spectacular growth of 
the last decade, voluntary health insur- 
ance reached new high levels in its 
coverage of the American people in 
1948, enabling millions more to meet 
unpredictable costs of hospital and med- 
ical care, Health Insurance Council 
reports. 

As a result, the council said, two 
persons out of every five now have 
voluntary protection against costs of 
hospital care, while nearly one out of 
every four has voluntary surgical ex- 
pense insurance, Striking gains also were 
scored by other forms of voluntary 
health insurance, notably that of medi- 


cal expense protection which covers 
doctors’ calls. ; : 
The council reported the following 


gains in the numbers covered under 
voluntary health insurance plans in the 
single year between the end of 1947 and 
the end of 1948. 


Hospital Cover Up 16% 


Hospital expense — increased from 
52,584,000 to 60,995,000, a gain of 8,411,- 
000 or 16%. 

Surgical expense—up from 26,247,000 
to 34,060,000, increase of 7,813,000 or 
30%. 

Medical expense—up from _ 8,898,000 
to 12,895,000, gain of 3,997,000 or 45%. 

Loss of income due to illness or acci- 
dent—increased from 31,224,000 to 
33,410,000, rise of 2,186,000 or 7%. 

The council pointed out that the 
group entitled to benefits under volun- 
tary plans for loss of income due to dis- 
ability, the basic type of protection sold 
by private insurance organizations writ- 
ing A. & H. insurance, now comprises 
well over half the entire labor force. 


“The remarkably rapid growth of 
voluntary health insurance can best be 
appreciated if the last decade is sur- 
veyed, rather than merely one year’s 
gain even if very great, as it was last 
year,’ John H. Miller, chairman of the 
committee which prepared the survey, 
declared. 

“Historically, most health insurance 
plans are very new. It was only in 1930 
when Blue Cross organizations first 
made their appearance with hospital 
expense coverage. Group hospitalization 
coverage was first made available by 
insurance companies in 1934. The first 
surgical expense insurance was offered 
in 1938, while medical care insurance 
is much more recent. 

“The coverage figures tell a graphic 
story. Taking hospital expense under 
group insurance and Blue Cross plans 
alone (millions of others are covered 
for this under other voluntary plans), 
it is found that only about 3% million 
persons were covered at the end of 
1938, or only 10 years ago. Five years 
later the number had increased to 
about 19%4 millions. The coverage now 
for these two types of organizations 
is over 47 millions, which is 15 times 
the 1938 total and more than double 
the figure of five years ago. 

“For surgical expense, only 100,000 


were covered 10 years ago under group 
(CONTINUED ON PAGE 
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July Ordinary Down 
5%: Total Off 13%, 
Seven Months Up 1% 


L. I. A. M. A. figures for July 
show ordinary production of $1,122,000,- 
000, down 5%. Group was $179 million, 
down 53%. Industrial, $356 million, was 
up 5%; total $1,657,000,000, down 13%. 

For the first seven months they show 
ordinary $8,484,000,000, down. 1%; 
group $1,770,000,000, up 9%; industrial 

2,762,000,000, up 5%. Total production 
was $13,016,000,000, up 1%. 


Complete NFC 
Program Released 


The National Fraternal Congress has 
released the full program for its annual 
meeting to be held at the Hotel Statler 
in Washington, D. C., Sept. 26-29. The 
first general session on Wednesday will 





be preceded by the meetings of the 
Fraternal Field Managers’ Assn. and 
the Fraternal Investment Assn., on 


Monday and the various section meet- 
ings on Tuesday, including the presi- 
dents’, secretaries’, law, medical, press, 
and state congresses, and the Fraternal 
Actuarial Assn. 


Mrs. Jeanie Willard, Woodmen 
Circle, president of the N.F.C., will 
convene the meeting Sept. 28. There 
will be a presentation of flags, the 


pledge of allegiance, and invocation by 
Rev. C. Leslie Glenn of St. John Epis- 
copal Church of Washington. Blanche 
McDorman, president of the Maryland- 
D. C. Fraternal Congress and Rene 
Pare, La Societé des Artisans Canadi- 
ens-Francais, president of the Canadian 
Fraternal Assn., will bring greetings, 
followed by a response from George G. 
Perrin, Modern Woodmen, vice-presi- 
dent of the N.F.C. 


Chamber of Commerce Speaker 


Other speakers will be Ralph Brad- 
ford, executive vice-president of the U. 
S. Chamber of Commerce, who will 
speak on “Let’s Make America Safe,” 
Mrs. Willard, who will make her annual 


report, and Foster Farrell, secretary- 
treasurer-manager, who will give the 
minutes of the 1948 session and the 


report of the executive committee. Mrs. 
Willard will appoint the sessional com- 
mittees. There will be various other 
committee reports. 

That afternoon there will be reports 
of the resolution, general welfare, field 
work, state of the order, distribution, 
law, constitution and rules and creden- 
tials committees, and an address by 
Dr. J. Harold Couch, associate pro- 
fessor of surgery, University of To- 
ronto. The session will close with a 
memorial service. 

Wednesday evening there will be a 
banquet with Mrs. Willard presiding. 
The guest speaker will be Strickland 
Gillilan, author and humorist. 

The following morning, there will 
be further committee reports, an ad- 
dress on “The Art of Living,” by Dr. 
Norman Vincent Peale of the Collegiate 
Church, New York City, and election 
of officers. 

That afternoon, besides committee 
reports, there will be a talk on “An 
Outsider Looks at Fraternal Life In- 
surance,’ by Richard deR. Kip of the 
Wharton School of the University of 
Pennsylvania. Officers will be installed 
by S. H. Hadley, past president of 
N.F.C. and president of Protected Home 
Circle. 





Mojud Hosiery Co. has _ borrowed 
$1% million from New York Life on 
a 15-year sinking fund note bearing in- 
terest at 3 per cent. 


J. R. Townsend, Sr., 
Enters Race for 
NALU Trustee Post 


J. R. Townsend, Sr., general agent for 
Equitable of Iowa at Indianapolis and 
widely known in local and state associa- 
tion activities and nationally for his 
work in organizing the Purdue course, 
is the 10th addition to the list of can- 
didates for National Assn. of Life 
Underwriters trustee nomination. His 
nomination is being sponsored by the 
state association and its 21 affiliated 
local associations. 

An active member of the association 
for 27 years and with the late Lowell 
Boyd organizer of the Kokomo associa- 
tion in 1922 before going to Indian- 
apolis, Mr. Townsend is immediate past 
president of the Indiana association. In 
the National association he has served 
as national committeeman, chairman of 
the committee on resolutions, and mem- 
ber of the educational committee. He 
has served in almost every branch of 
local association work. 

Mr. Townsend, acknowledged as the 
prime moving force behind the estab- 
lishment of the Purdue school, and cur- 
rently a member of its governing board, 
was also active in founding the Butler 
University plan of internship training 
of students majoring in life insurance. 
The Butler plan had recent national 
recognition when an industry commit- 
tee presented a resolution commending 
the plan and recommending that details 
of it be made available to other metro- 
politan universities as a method of pro- 
viding sound academic training in life 
insurance work for college students. 


Directed Caravan Congresses 


It was under the direction of Mr. 
Townsend as president that the Indiana 
association this spring inaugurated the 
caravan sales congress, which was held 
in four cities. 

The decision of the state and local 
associations in Indiana to sponsor the 
nomination of Townsend is understood 
to have been made on a basis not only 
of his work at all levels of- association 
activity, but also because of his legisla- 
tive experience and civic activity. 

Mr. Townsend served as chairman of 
the recodification committee in Indiana 
and drew up the license questionnaire 
used in that state. 

A nationally famous track and foot- 
ball coach at Wabash College before 
entering the life insurance business, Mr. 
Townsend served for many years as one 
of the state’s foremost football officials 
and has maintained his interest in ath- 
letics through Junior Baseball, Inc., 
which he organized in Indianapolis and 
which now has a membership of 2,500 
local youths. He has been active in 
community fund drives in Indianapolis 
for many years and, during the war, 
served in war chest and bond payroll 
deduction campaigns. He is president 
of the Indianapolis Kiwanis Club. 





Evans Agency Leads 

The John H. Evans agency of Home 
Life in New York City led the company 
for July and is 23% ahead of the pro- 


duction record for the first seven 
months of 1948. C. S. Steinhofer, H. T. 
Sheldon, R. A. Brunn, and W. P. Mc- 


Dermott all finished among the 10 lead- 
ing producers of the company. Mr. 
Steinhofer is leading the company for 
1949 while Messrs. Sheldon and Brunn 
led all first year personal producers for 
July. Nine members of the agency are 
among the leading 65 producers of the 
company this year. 


McCarran-Celler 
Probe Seen Dead 
for This Session 


Senate Rules Committee 

Votes 5-3 Against Favor- 

able Report on Resolution 
By H. C. HALLAM 


WASHINGTON—The Senate com- 
mittee on rules took surprise action by 
rejecting a motion by Senator Ives, 
New York Republican, to report favor- 
ably the McCarran resolution for in- 
vestigation of the life insurance indus 
try. This action is believed to mark the 
death of this project, at least for this 
session of Congress, although the reso- 
lution is still pending before the rules 
committee and technically an attempt 
could be made to get favorable action 
on it later. However, the insurance in- 
dustry was not regarded as completely 
clear of investigations, in view of the 
anti-trust study and a proposed lobby 
inquiry. 

Senator Ives’ motion was voted down 
by 5 to 3, with Ives, Wherry and Myers 
voting for it. Other committeemen, re- 
portedly including other members of the 
subcommittee to which the resolution 
had been referred, voted against it, al- 
though the subcommittee had reportedly 
unanimously recommended it to the full 
committee, while asking for additional 
information. The subcommittee 


was composed of Green, Gillette and 
Wherry. 
_Contrary to expectation, Senator Mc- 
Carran did not have opportunity to 
make a second appearance before the 
rules committee, which had asked in- 
formation. Ives had previously been 
reported opposed to the resolution. 
Asked by Tue Nationa, UNper- 


WRITER for comment on the Senate com- 
mittee action, Rep. Celler, co-author of 
the resolution with McCarran, replied 
that “protocol” would not permit him 
to express his opinion. 


Hasn’t Made Up His Mind 


Asked whether he planned to do any- 
thing about his own resolution, identi- 
cal with McCarran’s, with the House 
rules committee, before which it has 
been pending for months, Celler indi- 
cated he had not made up his mind. 

He intimated that a proposed House 
committee investigation of lobbying 
might touch on insurance. In that con- 
nection he pointed to the TNEC report 
on alleged lobbying activities of the 


former Assn. of Life Insurance Presi- 
dents, now Life Insurance Assn. of 
America. 


Asked whether his own House judici- 
ary subcommittee investigation of anti- 
trust laws would go into the insurance 
industry, Celler replied that his group 
“could not go as far as the joint (Mc- 
Carran) resolution envisaged.” How- 
ever, he added his subcommittee will 
tackle insurance like other industries, so 
far as it relates to monopoly. 

He had no comment upon the state- 
ment that at least one member of the 
Senate rules committee finally voted 
against the McCarran resolution on the 
ground that the $100,000 it authorized 
would not be enough to investigate the 
life industry. This amount was con- 

(CONTINUED ON PAGE 20) 
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341 Complete Their C.LU. 


Examination Requirements 


As a result of this year’s C.L.U. 
examinations, 341 life insurance men 
and women completed their C.L.U. 
examinations, bringing the total of 


those who have passed all the exam- 
inations to 3,590. 

Credentials of the 341 will be re- 
viewed by the American College’s 
registration board shortly to determine 
if experience requirements for the 
diploma the candidate has been seeking 
have been met. Announcement of those 
who are to receive diplomas will be 
made the latter part of this month. 
Conferment exercises will be Sept. 14, 
during this week of the National Assn. 
of Life Underwriters convention in 
Cincinnati. Exercises will take place 
at a joint meeting of the American 
College and the American Society of 
C.L.U. The plan is also to have special 
held locally 


presentation exercises ats 
under life underwriters association and 
C.L.U. auspices, 


High Proportion of Candidates 


The 341 who completed their exam- 
ination requirements in June represent 
a high proportion of the 485 candidates 
who would have finished the entire 
examination if they had been success- 
ful in all parts written. Because of the 
widely adopted practice of taking C.L.U. 
examinations on an installment basis, 
there has resulted a smaller ratio be- 
tween the number who complete all 
parts in a given year and the number 
who appear for examination. The total 
of those sitting for the examinations 
June 8-10 was 2,967. Approximately 
58% of all examinations written were 
accorded pasing grades. ; 

Because of continued emphasis on 
the four-year program of study, only 
21 persons presented themselves this 
year for all five parts of the C.L.U. 
examination program. Of the candidates, 
1,538 were awarded credit for all parts 
of the examination which they under- 
took and 183 others received credit for 
some of them. : ; 

Following is the list of those who 
have completed the examination — re- 
quirements for the C.L.U. designation: 

Abrams, J. B., State Mutual, Hartford; 
Adams, W. N., Metropolitan, Chicago; 
Albert, S. L., Connecticut General, Bos- 
ton; Alford, D. L., Jr., Southwestern, 
Caldwell; Allcorn, F. W., 3rd, State Mu- 
tual Life, Albany, Ga.; Amar, J. S., Jr., 
Metropolitan, New York City; Ames, S. 
R., Mutual Benefit Life, Richmond; Amis, 
O. C., Ohio State Life, Lexington; Ander- 
son, B. K., Equitable of Iowa, Cedar 
Rapids, Iowa; Asfahl, M. E., Equitable of 
Iowa, Oklahoma City. 

“ & + 

Baldwin, H. P., Jr., Occidental, Hunt- 
ington Park, Cal.; Ballengee, J. R., New 
England Mutual, Huntington, W. Va.; 
Baney, Emmet J., Metropolitan, Pitts- 
burgh; Barnard, S. H., New England Mu- 
tual, Grand Rapids; Barnes, J. R., New 
York Life, Salt Lake City; Bar‘on, C. N., 
Union Central, New York City; Barton, 
J. T., Prudential, Buffalo; Bash, J. M., 
Mutual Life, New York City; Bayley, 
J. M., Prudential, Indianapolis; Becker, 
W. F., Aetna Life, Chicago; Beitman, M. 
H., Continental Assurance, Harrisburg; 
G., Jr., Aetna Life, Toledo; Be- 
M., Prudential, Seattle; Bercu, 
Equitable of Iowa, Cleveland; 


Rochester, N. Y.; 
Blaney, T. . Northwestern Mutual, 
Green Bay, Wis.; Bonner, R. F., Metro- 
politan, New York City; Bostick, J. B., 
Jr., Equitable Society, Oakland, Cal.; 
Bourland, Roger, Liberty Life, Green- 
ville, S. C.; Boyer, P. B., Pacific Mutual, 
Little Rock; Boyle, F. D., Metropolitan, 
New York City; Bradley, R. C., New York 


Life, Columbus, O.; Braun, C. F., Pru- 
dential, Newark; Britton, A. W., Equi- 
table Society, Parkersburg, $ 


W. Va; 
Brown, Robinson, Jr., Prudential, Balti- 
more; Brown, Royall R., Northwestern 
Mutual, Winston-Salem; Bruce, J. G., Co- 
lonial, East Orange, N. J.; Bruder, P. W., 
New York Life, New York City; Buckley, 
T. C. T., Fidelity Mutual Life, Rochester, 
N. Y.; Bullock, Morton Y., III, John Han- 
cock, Bethesda, Md.; Burd, J. R., John 
Hancock, Philadelphia; Burner, D. M., 
John Hancock, Decatur, I11.; Butz, George 
a Jr., Equitable Society, New York 
City. 
* * * 
Cadwalder, T. F., Jr., Penn Mutual, 
Baltimore; Callow, L. G., General Amer- 
ican, Memphis; Campbell, C. E., New 






York Life, Jacksonville, Fla.; Campbell, 
Stewart J., National Life of Vermont, 
Cleveland; Carlson, M. I., Reliance, Dal- 
las; Carson, S. G., Aetna Life, Toledo; 
Castor, Miss Zazel L., John Hancock, 
Philadelphia; Cecchini, D. S., Metropoli- 
tan, Barre, Vt.; Center, C. C., University 
Madison; Chapin, E, K., 
New York City; 


Clark, M. L., Prudential, 
Court House, O.; Clarke, A. F., Pruden- 
tial, Matawan, N. J.; Claussen, George C., 
Penn Mutual, Portland, Ore.; Clifford, 
S. F., Equitable Society, New York City; 
Coe, J. V., Massachusetts Mutual, Wich- 
ita; Conklin, P. E., Connecticut General, 
Omaha; Cook, E. L., Ohio National, Los 
Angeles; Cooper, H. L., Gulf Life, Jack- 
sonville, Fla.; Copilow, E. H., Metropoli- 
tan, Chicago; Corbyn, G. S., American 
Mutual, Oklahoma City; Coulson, M. R., 
Penn Mutual, Wichita; Cowden, R. L., 
Prudential, Paterson, N. J.; Coyle, M. P., 
Phoenix Mutual, New York City; Craig, 
Richard N., National Life of Vermont, 
Joplin, Mo.; Cramer, William W., Equi- 
table Society; Cheyenne; Criner, J. M., 
Northwestern Mutual, Grand Rapids; 
Cripe, F. E., Lincoln National, Chicago; 
Cummins, C. A., Equitable Society, Chi- 
cago; Curtis, M. E., National of Ver- 
mont, Cleveland. 


* * * 


Daisey, R. E., Insurance R. & R., In- 
dianapolis; Daniel, H. L, National of 
Vermont, Birmingham; Dantzscher, W. 
F., Metropolitan, New York City; Darr, J. 
R., veterans administration, Des Moines; 


Davis, T. M., Ohio National, Houston; 
Davy, E. F., Home Life of New York, 


Salt Lake City; Deuvall, R. T., Pruden- 
tial, Chillicothe, O.; Dewar, D. W., Penn 
Mutual, Seattle; Dickerson, O. D., Jr., 
University of Pennsylvania; Dickson, E. 
J., Prudential, San Diego; Dionne, L .J., 
Metropolitan, Gloucester, Mass.; Dittmer, 
G. F., Mutual Benefit Life, Toledo; Dod- 
son, H. B., Equitable Society, Belvidere, 
Ill.; Doering, George, Prudential, New- 
ark; Dornbirer, B. W., Ohio National, 
Newark, O.; Duggan, F. L., Jr., Equitable 


Society, Pittsburgh; Duker, J. E, Jr., 
Penn Mutual, New York City. : 

Elkin, Philip, Manufacturers, Phila- 
delphia; Eubanks, J. Metropolitan, 
Birmingham. 

i: ee 

Fackler, W. P., Aetna Life, West Ches- 
ter, Pa.; Fenster, A. M., Travelers, Al- 
bany; Ferris, S. C., Monarch, Springfield, 
Mass.; Finch, B. D., Home Life of New 
York, Minneapolis; Fish, C. Te 8 
Northwestern Mutual, Boston; Fissell, 
W. 4Hz., Security Mutual, Binghamton, 
N. Y.; Flynn, D. F., Penn Mutual, Los 
Angeles, Calif.; Fogle, V. M.,. New York 
Life, Columbus, O.; Fondiller, L. J., New 
York Insurance Department, New York 
City; Forker, W. L., Equitable of Iowa, 
Des Monies; Foster, J. J., Northwestern 
Mutual, Kansas City; Foster, P. J., Mu- 
tual Benefit Life, Dover, N. H.; Foust, 
Cc. W., Prudential, Camden, N. J.; Fran- 
zese, E. E., Mutual Life, New York City; 
Frederickson, M. G., Equitable Society, 
Birmingham; Fuss, J. W., Penn Mutual, 
Philadelphia. 

x * 

Galin, Herbert, Empire State Mutual, 
Jamestown, N. Y.; Gay, C. S., Life & Cas- 
ualty, Nashville; George, N. D., Equitable 
Society, West Chester, Pa.; Gerdsen, 
H., Mutual Benefit Life, New York City; 
Giere, . R., Metropolitan, New York 
City; Gill, J. J., Metropolitan, White- 
stone, N. Y.; Githens, W. W., Prudential, 
Summit, N. J.; Goodstein, H. J., Conti- 
nental Assurance, Philadelphia; Gowdey, 
H. R., Southwestern, Dallas; Gowdey, W. 
K., Southwestern, Dallas; Grant, W. D., 
Business Men’s Assurance, Kansas City; 
Grant, W. P., Penn Mutual, San Bernar- 
dino, Cal.; Green, H. P., Prudential, New- 


ark; Griffin, A. C., Davidson College, 
Davidson, N. C.; Griffin, James A., Jr., 
Connecticut Mutual, Baltimore; Guckes, 


H. F., Jr., Prudential, Upper Darby, Pa.; 
Guest, L. H., Connecticut General, At- 
lanta; Gunz, M. K., Mutual Benefit Life, 
New York City; Gutmann, H. K., Mutual 
Life, New York City. 

ee: 


Elliot L., National of Vermont, 
Atlanta; Hackett, C. E., Prudential, 
Omaha; Hall, J. H., New England Mu- 
tual, Huntington, W. Va.; Hamill, J. H., 
Federal L. & C., Rochester, N. Y.; Hans, 
ies Prudential, Newark; Hanssen, H. 
M. P., A Ae 


Haas, 


Metropolitan, at 
Hardiman, J. S., Jr., Metropolitan, New 
York City; Harkness, R. N., Northwest- 
ern Mutual, Los Angeles, Cal.; Harris, A. 
E., Northwestern Mutual, Cincinnati; 
Harris, A. F., John Hancock, Saratoga 
Springs, N. Y.; Harrison, C. E., Pruden- 
tial Insurance Co. of America, Frank- 
ford, Indiana; Hart, I. M., Prudential, 
Fort Wayne; Hartley, J. R., Massachu- 
(CONTINUED ON PAGE 24) 
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Here is a simple but powerful idea which may be helpful in 
placing a sub-standard policy on occasions: 


Let’s watch John Underwriter attempting to deliver a rated 
policy. He has explained very tactfully why it was necessary 
to rate the contract because of a kidney condition; he has 
compared Mr. Prospect’s rated contract with the higher fire- 
insurance rates obviously justified on a wooden frame building 
as compared with a brick or stone one; he explains that the 
fact that fire-insurance premiums are higher is proof positive 
that the need for insurance is greater. But Mr. Prospect still 


“Mr. Prospect, suppose this were a fire-insurance policy on 
your home and suppose that one corner of your home was 
actually on fire when I brought the policy to you. Wouldn’t 
you expect to pay a higher premium? 


“Well, Mr. Prospect, this is a fire policy—on you! One corner 
of you is on fire now! That’s why the extra premium is neces- 
sary. Let’s put this policy in force before the fire spreads 


Insurance In Force — June 30, 1949 — $414,912,071 
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Notable Federal } 
Life Anniversaries 
to Be Observed 


The annual field gathering of Federal 
Life to be held at the Edgewater Beach 
hotel, Chicago, Sept. 5-10, will be of 
exceptional interest because this will be 
the 50th anniversary of the company 
and on Sept. 6, Isaac Miller Hamilton, 
the founder, the first president and 
chairman of the board for the past 10 
years, celebrates his 85th birthday. The 
field men attending comprise members 
of three clubs known as Inner Circle, 
Federal Life Club, and Managers Club. 

There will be a special birthday dinner 
for Mr. Hamilton Sept. 6, and Sept. 8 
will be the 50th anniversary banquet 
that will be attended by 450 or more, 
including a group of about 120 attend- 
ing the convention, the 250 home office 
employes and 50 or more invited guests. 

There will be a number of featured 
speakers at the business sessions, a 
sightseeing trip, open house at the 
home office, tour of the Railroad Fair 
and a baseball double-header Sept. 5. 

This is a period of significant anni- 
versaries in connection with Federal 
Life. On Aug. 10, President L. D. 
Cavanaugh marked his 35th anniversary 
with the company. After earlier experi- 
ence in selling life insurance to help 
finance a college education, he went with 
Federal Life in 1914 as a clerk in the 
actuarial department. After serving in 
the first war he became a director of 


Federal Life, then vice-president in 
1923, executive vice-president in 1931 
and since 1939 has been president. He 


is currently president of Insurance Fed- 
eration of Illinois; he is a past presi- 
dent of H. & A. Underwriters Confer- 
ence and a former member of the execu- 
tive committee of American Life 
Convention, and he is chairman of the 
finance committees of both A.L.C. and 
H. & A. Underwriters Conference. 


Plan Extension of A. & H. 
Association Work in Okla. 


OKLAHOMA CITY — One of the 
major goals set by Floyd E. Maytubby, 
Occidental Life, president of Oklahoma 
& H. Assn. for the coming season 
is to expand the association throughout 
the state. The initial effort will be to 
organize an association at Tulsa, and 
then begin work on the smaller cities. 

In arranging programs for the season, 
prime effort will be placed on broaden- 
ing the field of education, to give mem- 
bers a better understanding of matters 
outside of insurance that have a definite 
bearing on it. The program will include 
information on local and national legis- 
lation, the general financial situation 
and its effect on local economics, and 
other matters that will give the agent 
a better picture of what he will have to 
cope with in this rapidly changing field. 

The season will open with a meeting 
Sept. 18. 


Assessment Assns. Retiring 


Business of Allied Counties Benefit 
Assn. of Mankato, Minn., will be as- 
sumed Sept. 1 by Homesteaders Life of 
Des Moines, which previously had taken 
over other Minnesota assessment associ- 
ations. It is understood that the largest 
remaining association is dickering for 
reinsurance in an old line company. | 

Out of 33 assessments in operation 
in Minnesota 10 years ago only 13 re- 
main. A law passed by the last legisla- 
ture prohibits the organization of any 
new ones. 


LIAMA Graduates 411 in ‘49 


With the graduation of 411 men, rep- 
resenting 98 member companies, from 
the five ordinary and two combination 
schools in agency management held this 
year, L.I.A.M.A. has completed its 1949 
schedule of schools. 

The latest school was completed last 
week in Chicago. 
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Bar Group 
Program Ready 


Full Card for 
St. Louis Sessions 
September 4-9 


The program has now been completed 
for the insurance law section of Amer- 
ican Bar Assn. in St. Louis Sept. 4-9. 
Henry W. Nichols, vice-president and 
general counsel of National Surety, is 
chairman. 

A luncheon and business meeting Sept. 
4 at the Hotel Jefferson will precede 
the first general meeting the afternoon 
of Sept. 5. Mr. Nichols will open the 
session, and Superintendent Jackson of 
Missouri will welcome the attorneys. 
Thomas Watters, Jr.. New York City 
attorney, will respond. Senator James 
P. Kem of Missouri will speak, and 
Mary Donlon, chairman New York 
State W orkmen’s Compensation Board, 
will discuss ‘“‘Non-occupational Disa- 
bility Benefits.” 


H. & A. Law Breakfast 


On Sept. 6 a breakfast will be spon- 
sored by committees on health and ac- 
cident insurance law and life insurance 
law at the Hotel Jefferson. Round tables 
then get under way. 

The round table on health and acci- 
dent law, with F. Roland Allaben, Grand 
Rapids, chairman, will feature Raymond 
J. Wetterlund, W ashington National, on 
“Claims Problems in the H. & A. Field,” 
and one on life insurance law, with Tom 


Leeming, Chicago, as chairman, will 
have Harrison J. Clapp, Massachusetts 


Mutual, on “Life Insurance and Estate 


Planning.” 
Aviation Discussions 


William J. Junkerman, New York, 
will talk on “Violations of Civil Air 
Regulations as Evidence of Negligence 
or Willful Misconduct in Trial of Ac- 
tions for Damages in Personal Injury 
and Death Actions;” Richard S. Maur- 
er, general counsel, Chicago & Southern 
Air Lines, Memphis, “Aviation Negli- 
gence Law from the Viewpoint of the 
Airline Counsel;” and James Hoskins, 
Travelers, “Aviation and Life Insur- 


ance” at the aviation round table of 
which Stanley C. Morris, Charleston, 
W. Va., will be chairman. 


The final round table is on regula- 
tion of insurers, and Cecil C. Fraizer, 
general counsel of H. & A. Underwrit- 
ers Conference, is chairman. Robert S. 
Morris, Chicago, will treat “Meaning of 
the Term ‘Regulated by State Law’ in 
the Public Law 15.” Forrest A. Betts, 
Los Angeles, is chairman of the insur- 
ance law practice and procedure session. 
Speakers are James L. Focht, Jr., San 
Diego, “Present Developments to the 
Law under the Federal Court Claims 
Act” and W. Lee Shield, American Life 
Convention, “Administrative Aspects of 
Insurance Regulation Under Public Law 
15s" 


600 Expected at Reception 


The reception at which the insurance 
section acts as host will occur the eve- 
ning of Sept. 6, and more than 600 are 
expected to attend. Then there will be 
the annual banquet at the Hotel Statler. 

At the final session Sept. 7, Mr. Nich- 
ols will preside and Commissioner Allyn 
of Connecticut is down for “The Con- 
necticut Commissioner Comments.” 
David S. Butler, former West Virginia 
insurance commissioner and now with 
the Lee C. Paull agency at Wheeling, 
will talk on “Perils to the Democratic 
ital Election and adjournment fol- 
ow. 

The section now has approximately 
4,000 members, and in its 15 years it has 
published more than 350 technical papers 
on insurance, 





Armond A. Priest has been named as 
supervisor of the Indianapolis agency of 
Union Central Life. He has been with 
the Indianapolis agency since June, 1948. 


XUM 


Disability Benefits Paid 
to Lender as Owner of 
Policy Are Not Tax Exempt 


Total disability benefits received by a 
lending institution under a policy on the 
life of a borrower of which the former 
had become owner constitute taxable 
income and do not fall within the ex- 
emption allowed in section 22 (b) (5) of 
the internal revenue code of amounts 
received through A. & H. insurance as 
compensation for personal injuries or 
sickness, the Tax Court has held in 
Peoples Finance & Thrift Co. vs Com- 
missioner. Joseph Leland originally put 
up three policies of New York Life, two 
of which provided total and permanent 
disability benefits with Peoples Finance 
in connection with a loan. These poli- 
cies had lapsed for non-payment, but 
Peoples said the premiums to reinstate 
and the contracts were assigned to 
Peoples Finance. 


Default ‘on Leland’s Part 


There was continued default on the 
part of Leland in his dealing with Peo- 
ples Finance. He became totally dis- 
abled and New York Life tendered its 
check for $1,700 as the first installment 
made out jointly to Leland and Peoples 
Finance. Leland refused to endorse the 
check to Peoples Finance for applica- 
tion against his indebtedness, and Peo- 
ples Finance bought the policies in at 
public auction and acquired all rights 
and benefits. 

The court, in holding against Peoples 
Finance, said the intent of the statute is 
to limit the exemption to beneficiaries 
of policies, as such, and it would serve 
no purpose of the statute to extend the 
exemption to purchasers for value. The 
insured’s disability was still the neces- 
sary condition precedent to Peoples’ 
continuing right to receive the pay- 
ments but that does not affect the com- 
mercial nature of the transaction as 
respects Peoples Finance. 


Companies Put $4 Billion 
into Securities, Mortgages 
in First Half of 1949 


Total new investments made in se- 
curities and mortgages by United States 
life companies in the first half of this 
year came to $4,211,000,000, according 
to the Institute of Life Insurance. 

The half-year total was down 18% 
but 8% above the first half of 1947. 

New investments declined sharply in 
the first quarter of the year ‘but in- 
creased in the second quarter, especially 
in corporate securities. Second quarter 
purchases of corporate bonds and stocks 
by the life companies amounted to $1,- 
268,000,000. Second quarter mortgage 
financing of life companies was $847 
million, largely for home financing. 

With an increase of $1,850,000,000 in 
total assets in the half year, these funds 
were kept fully invested in spite of the 
reduced new investments, as cash on 
hand did not increase, but actually de- 
creased by 8%. 


S. S. Wolfson Returns 


Full-time associates of the S. S. 
Wolfson agency of Berkshire Life in 
New York City held a breakfast meet- 
ing to hear the details of the company’s 
new term to age 70 contract. The meet- 
ing was featured by the return of Mr. 
Wolfson, who announced that after a 
year’s absence he will return to full- 
time active management after Labor 
Day. He has been incapacitated by a 
heart ailment. Mr. Wolfson presided 
at the breakfast and told of the agency’s 
plans for the remainder of the year. 
The agency is opening a second branch 
office in the downtown insurance district 
soon. 





President William J. Rushton of Pro- 
tective Life and Mrs. Rushton sailed 
aboard the “Queen of Bermuda” from 
New York City for Bermuda. 
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Lawyers as Prospects 


Kelsey Slocum, of the Penn Mutual’s Erbland Agency 


“T believe that an analysis of a man’s production 
will reveal that he naturally gravitates toward a center 
of business from a group or class of people with whom 
he is friendly and with whom he can establish a feeling 


“Every year I aim to write four or five attorneys. 
Having gone to Law School for a while I seem to be 
closer to that profession than any other. 
I know their thinking processes and know that they are 
both logical and subect to emotional appeal. 
tion to these personal traits they are good moneymakers 
and therefore have problems, As soon as they recognize 
their problems my problems are half solved. 


“Having worked with estate settlements and trusts 
they realize the value of an estate built by life insur- 
They are constantly in contact with family and 
business problems of their clients with the result that 
they sell themselves on the needs and uses of life in- 
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White Deplores Life 
Probe By Congress 
Asserts Investigation 


Will Be Costly 
to Taxpayers 


White, 
points out 


president, State 
in a letter to 
policyholders that 
the proposed con- 
gressional inquiry 
into the life indus- 
try will be costly 
to taxpayers and 
policyholders. 
“What can be 
gained by federal 
investigation is 
beyond my com- 
prehension,” he 
stated, “but if an 
investigation is to 
take place, we shall 
cooperate in every 
possible way and 


George A. 
Mutual Life, 





G. A. White 


will welcome an examination of all 
practices and policies of State Mu- 
tik. 


Mr. White states that no trusteeship is 
more closely allied with public interest 
than life insurance. ‘For nearly a cen- 
tury it has been periodically scrutinized 
by supervisory authorities. Your com- 
pany operates in every state... and 
files detailed information in each state. 
Every activity in which it engages is 
fully disclosed in reports that become 
public records.” 

Mentioning the industry’s large re- 
serve accumulation, which guarantees 
fulfillment of policy contracts, Mr. 
White explains that this money is in- 
vested in enterprises greatly contribut- 
ing to progress of the United States. 
“These reserves must be safeguarded 
and they must be put to work,” he con- 
cluded. 


Denman Leads Pacific 
Mutual for Sixth Time 


When the Big Tree Club, honor 
group of Pacific Mutual field leaders, 
closed its 1949 year, R. Earl Denman of 
the Gantz agency, Rovagieaen led for 
the sixth time. He has earned a place 
among the top 10 leaders of Pacific 
Mutual’s field organization for the past 
21 consecutive years and has _ placed 
over $10 million dollars of Pacific Mu- 
tual protection in the past five years. 
He is a life member of the Million Dol- 
lar Round Table. 





Mo. Salaries Increased 


Governor Smith of Missouri has 
signed bills that provide salary increases 
for the superintendent of insurance and 
his chief assistants. 

The compensation of Superintendent 
Jackson is increased from $6,000 to 
$7,000; the deputy superintendent is to 
be raised from $4,500 to $6,000, and the 
actuary from $5,000 to $6,000. 

Under the new bills the term of the 
superintendent will be at the pleasure 
of the governor and concurrent with 
his term of office rather than a four-year 
appointment as at present. 





Hanaw Was Vice-President 


The list of officers elected at the re- 
cent C.L.U. Institute course published 
in the Aug. 5 issue of THE NATIONAL 
UNDERWRITER, inadvertently omitted the 
name of Justin J. Hanaw, Prudential 
who was elected vice-president. Leon- 
ard Liss, S. George Levi & Co., Phila- 
delphia, whose name appeared incor- 
rectly, was elected secretary. 





Theodore H. Robbins, New England 
Mutual, Santa Ana, Cal., has been 
elected state commandant of California 
detachment of the Marine Corps League. 
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Steel Firms Deny 
Union’s Rights to 
Bargain on Pensions 


Big and little steel companies joined 
at the hearings of the presidential fact- 
finding board in New York in opposing 
the demand of the United Steelworkers 
of America for wage increases, pen- 
sions, and social insurance benefits. The 
steel firms charged primarily that the 
very formation of a fact-finding board 
was an intrusion of government. into 
business, and secondly that, under the 
terms of the agreement between the 
union and the companies, the union 
had no right to bargain for pensions 
until the contract expires in April, 1950. 

The board expects to complete its 
hearings and report to the President 


by the end of the month. It is hoped 
that an agreement will be reached by 
Sept. 15 when the union has: threatened 


to strike. 

Witnesses for the steel industry util- 
ized the third day of the eight allotted 
to them to refute the charges of the 
union that steel companies were mak- 
ing great profits and could well afford 
to grant the union’s 30 cents an hour 
package demand which breaks down to 


ee 


about 12 cents for a pay raise, 12 cents 
for pensions and 9 cents for social in- 
surance. Jules Backman, associate 
professor por economics at New York 
University, said steel profits had de- 
creased by 25% in the second quarter 
of the year. They declined from $169 
million in the first quarter to $127 mil- 
lion, he said. 

Actual insurance facts and figures 
had not yet been brought into the pic- 
ture by the steel] companies. They were 
expected to treat that side of their 
argument before the hearing ends. The 
union has reserved three of its eight 
days to rebut the steel company testi- 
mony. 

Group insurers are interested in the 
results of the hearings and expect them 
to produce a pattern on which unions 
will base their pension and social in- 
surance demands for the next year or 
two. 





Leo J. Sullivan has been appointed 
a group representative in Montreal for 
Great-West Life. Mr. Sullivan will be 
in the Montreal group department which 
is under the direction of A. S. Boxer. 

V. C. D’Unger, assistant secretary of 
Lincoln National Life, is on an air trip 
to Venezuela and Colombia. He will 
visit life company home offices and re- 
turn about Sept 1. 


Permanent, Total 
Disability Covered 
in New SS Bill 


The new social security bill recom- 
mended by the House ways and means 
committee and introduced by Chairman 
Doughton, combines O.A.S.I. and public 
assistance features. While House leaders 
want action on it this session, strong 
opposition reportedly exists in the House 
rules committee, which could deny a 
green light. 

Perhaps the newest feature of the 
bill is provision for total and permanent 
disability coverage. This is summarized 
by Doughton as follows: 

1. Coverage. All persons covered by 
the old-age and survivors insurance pro- 
gram would have available protection 
against the hazard of enforced retire- 
ment and loss of earnings caused by 
permanent and total disability. 

2. Benefits. All permanently and _to- 
tally disabled workers would have their 
benefits and average wage computed on 
the same basis as for old-age benefits, 
but no payments would be available for 
dependents of disabled workers. 

3. Eligibility for Benefits. An individ- 
ual would be insured for disability 














THE 


HOME OFFICE, NEV/ARK, N. J. 


achievement, 


wreaths of laurel. 


future. 


The Greeks created statues of Nike, goddess of 
in honor of their successful men 
and women and presented them with palms and 


Today, outstanding life underwriters are honored 
for the persistency and quality of their business, 
not with statues and wreaths, but with the 
National Quality Award. This is a very real 
honor for it is given members of the N.A.L.U. 
by that organization and the L.I.A.M.A. — by 
people who know what represents achievement 
in the life insurance field. 


We are very proud that this year more than 750 
Prudential representatives have received this 
industry-wide award. We wish them, and all 
the other qualifiers, even greater success in the 


PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 








benefits if he had both (A) six quarters 
of coverage out of the 13 quarter period 
ending when his disability occurred, 
and (B) 20 quarters of coverage out of 
the 40-quarter period ending when his 
disability occurred. 

Under the federal public assistance 
program proposing aid to totally and 
permanently disabled, Doughton said, 
“Federal funds will equal four-fifths of 
the first $25 per recipient plus one-half 
of the next $10 plus one-third of the 
next $15 with a maximum of $50 on 
individual assistance payments,” 

Self-employed persons proposed to 
include under OASI, the bill provides, 
would pay three-quarters of the follow- 
ing combined rates on employer and 
employe: 

1950, 3%; 1951-59, 4%; 1960-64,5%; 
1965-69, 6%; 1970 and after, 612%. 

Self-employed proposed to bring un- 
der OASI numbering about 4,500,000 
are as follows, Doughton said: 

“Non-farm self-employed persons 
other than physicians, lawyers, dentists, 
oseteopaths, veterinarians, chiropractors, 
optometrists, Christian Science practi- 
tioners, and aeronautical, chemical, civil, 
electrical, mechanical, metallurgical, or 
mining engineers whose net earnings 
from self- -employ ment total $400 or more 
per year.’ 

A two-thirds majority vote of state 
and local government employes and of 
adult beneficiaries of such a retirement 
system would be necessary to bring a 
group of such employes under OASI. 
Such employes number about 3.8 million. 

Domestic servants to be covered 
number about 790,000. They must be 
employed in private homes, have cash 
earnings of $25 or more per quarter, and 
work 26 days or more per quarter, unless 
employed on a farm operated for profit. 

Members of religious orders, as well 
as ministers, would be exempt from in- 
clusion of non-profit institutions’ em- 
ployes, “But if employer does not elect 
voluntarily to pay employe’s tax, em- 
ploye would receive credit with respect 
to only one-half his wages for the em- 
ploye’s tax which is compulsorily 
imposed upon him.” 

Employes on American aircraft out- 
side the United States would be OASI- 
covered under the bill. 

Concerning liberalization of OASI 
benefits, Doughton said: 

“About 2.6 million persons currently 
receiving old-age and survivors insur- 
ance benefits would have their monthly 
benefit increased on the average by 
about 70%. Increases would range from 
50% for highest benefit groups to as 
much as 150% for lowest benefit groups. 
The average primary benefit of approxi- 
mately $26 per month for a retired in- 


sured worker would be increased to 
nearly $45. 
“Persons who retire in the future 


would have their benefits computed un- 
der the following new formula, with 
resulting benefits approximately double 
the average benefits payable today: 50% 
of first $100 of average monthly wage, 
plus 10% of the next $200 (based on the 
maximum wage and tax base of $3,600 
per year). 

“This amount would be increased by 
Y%% for each year of coverage, and 
would be reduced proportionately to 
take into account the time not spent in 
covered employment. For example, as- 
sume that the worker retired before 
1956 and had 10 years of coverage since 
1936, and that he had an _ average 
monthly wage over his years of coverage 
of $200 per month. His basic benefit 
would then be $60 (50% of the first $100 
of average wage plus 10% of the next 
$100 of average wage). The amount 
coming from the increment is 5% 0 
the basic benefit (since there are 10 
years of coverage at 2% each) or $3. 
The primary insurance amount is then 
$63. The maximum family benefit un- 
der existing law of $85 per month 
would be increased to $150, but not 
more than 80% of the average monthly 
wage of the insured person. 

“Lump-sum death payments would be 
made for all insured deaths instead of 
only for deaths with respect to which 
immediate monthly survivors benefits 
are not payable, as limited by pres- 
ent law.” 
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HE SOUTHLAND LIFE Ban- 
ner now flies over the combined 
operations of Southland Life 
and the Reserve Loan Life Insurance 
Company — serving citizens of thirteen 
states. With the merging of these two 
well-known companies, a greater service 
is afforded the public. 





The combined insurance in force of 
the two companies is approximately four 
hundred and fifty million dollars. The 
combined assets reach more than ninety 
million dollars. 


Policyholders gain by this union of 
assets and experience. An already com- 
prehensive service is augmented by com- 
bined assets, combined personnel, and 





INSURANCE 
W. C. McCORD, President 


Southland Life Increases 


Its Sphere Of Service 


combined strength. The joined Field 
Representatives of the companies can 
give to the public services greatly im- 
proved and widespread. 


Thousands upon thousands of men 
and women have gained financial secur- 
ity and safety by accepting advice upon 
protection and retirement plans from 
the representatives of these companies. 
More thousands will secure their futures 
through this combination of trained and 
experienced personnel. 


Whether it be Life, Accident, 
Health or Hospitalization Insurance — 
or all four— SOUTHLAND LIFE is 
now able, better than ever, to serve you 
with complete adequacy. 


COMPANY 
Home Office, DALLAS 


Life ¢ Accident ¢ Health ¢ Hospitalization Insurance 


“Serving Since 1908” 
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Rated Policies Now 
a Tenth of All Sold 


Rated life insurance now accounts for 
one-tenth of all ordinary life insurance 
president of American Life Convention, 
Life Insurance. 

At the start of this year there were 
4,250,000 rated policies owned in this 
country, representing $8'% billion of 
protection. During 1948 purchases of 
rated insurance totaled $1% billion 
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{ Third of a Century of Service 
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DICKMAN, 
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under 450,000 policies. This was a 
smaller number than the year before, 
but the amount of protection bought 
under this type remained about the 
same. 





Theodore M. Riehle, general agent of 
Equitable Society at New York City, 
and Mrs. Riehle sailed from New York 
on the ‘“Vulcania” for Naples. They will 
tour Europe by automobile, covering 
Italy, Switzerland, France, Belgium and 
Holland, and return on the “Queen 
Mary.” 
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Capitol Life Holds 
Denver Convention 


The annual convention of Capitol Life 
was held this week at Denver. Plans to 
meet the expanding western economy 
were discussed. The company now has 


agencies in 13 western states. Social 
activities included tours, a steak fry, 


a fashion show and luncheon for wives, 
and a company banquet and dance. 
Speakers were Governor Knous, Mayor 


Ahead... 


The most interesting story in the development of the North- 
west is the one of the Lewis and Clark Expedition of 1804. 
Their trip up the Missouri River to a spot near where Bis- 
marck, North Dakota, now stands, was comparatively easy, 
but who could guide them through the mountain passes and 
the wild uncharted reaches of the west to the Pacific Ocean? 
To us in the Great Northwest, the name of Sakakawea, ‘‘The 
Birdwoman’”’ lives forever, because it was this young Indian 


Company and its field. 


During the interval 


girl who led the expedition through the rivers, mountains 
and valleys of the far frontier. Had it not been for her guid- 
ance, the development of this Great Northwest Empire 
might have been delayed for years. 


The part taken by Sakakawea in the opening and early 
development of these northwestern states, her guidance of 
the Lewis and Clark Expedition commencing from near the 
present location of Bismarck, her strength, determination, 
resourcefulness, vision, and her protective instinct, com- 
mend her as representative of the Provident Life Insurance 


In later years the Provident followed the trail of Saka- 
kawea in its organization through to the West Coast, and 
for a third of a century has been serving the life insurance 
interests of an ever increasing number of men, women and 
children throughout this area. 


between the time it issued its first 


policy, thirty-three years ago, the Provident Life has grown 
steadily, conservatively and safely, until today, with pride 
and modesty, it announces that its insurance in force now 
exceeds $100,000,000. 


Passing this important milestone is in itself gratifying, but 
more important is the fact that this $100,000,000 points the 






direction and the responsibilites along the trail ahead. 


PROVIDENT 


LIFE INSURANCE COMPANY 


F. L. CONKLIN, PRESIDENT 
BISMARCK, NORTH DAKOTA 
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e President 


Newton, Clarence Daly, Capitol presi- 
dent, Robert L. Hogg, executive vice- 
president of American Life Concention, 
and President Lee Parker of the Amer- 
ican Service Bureau. 

G. A. L’Estrange, vice-president and 
director of agencies, presided at all ses- 
sions. 

Besides Mr. 
Daly, who gave 
the address of wel- 
come, speakers at 
the Monday morn- 
ing session were 
Paul M. Leslie, 
Yakima, Wash., on 
morale building: 
| Secretary Walter 
K. Fritz on under- 
| wilting at the home 
| office; Roderick 
|Broad, Portland, 
| Ore., on a neophy- 
|te’s impressions; 
Dr. J. M. Foster, Jr., medical director, 
| on the medical viewpoint; Donald Broun, 
| Denver, on persistent business; L. J. 
| Pfarrer, actuary, Frank Devitt, manager 
|}at Denver, William E. Hutton, retired 
general counsel, and John G. Bauer, 2nd 
vice-president. A music program, cour- 
| tesy of the Industrial Federal Savings 
& Loan Assn. of Denver closed the 
morning session. 


Tuesday Session Speakers 


Tuesday’s session opened with a talk 
by Treasurer M. J. Roberts, followed 
_ by a clinic on partnership insurance put 
/on by W. G. Korlann, general agent at 
Portland, Ore., and G. M. Vander Meer. 
Spokane. A feature, “Yes . .. We're 
Sales Minded!” was offered by A. W. 
| Cantril, K. L. Hobbs, Sterling Grimm, 
William Edwards, Rand Ericson, Jack 
E. Daniel. Other Tuesday morning 
|speakers were J. F. Reinhardt and San- 
ford Stewart of the Denver agency, W. 
F. Schmausser, 1st vice-president, R. M. 
| Crisp, manager at Spokane, C. N. Thore- 








G. A. L’Estrange 


| sen, general agent at Silverton, Ida., 
|'and W. V. Scott, general agent at Ven- 
tura, Cal. 


Wednesday speakers included J. M. 
| Moser, general agent at Houston; Sol 
| Zuckerman, general agent at Cheyenne: 
|C. A. Teeters, assistant manager at 
Greeley, Col.; C. G. Enander, general 
agent at Roseburg, Ore.; H. O. Wilber, 
Denver; Fidel Romero, manager at Al- 
| buquerque; J. E. Gibbs, manager at 
| Guthrie; W. A. Diffey, Jr., general 
agent, Dallas; J. L. Anderson, manager 
at Corpus Christi; R. R. Pfau, Seattle; 
and Earl M. Schwemm, manager at 
Chicago for Great-West Life. 





Hawkes to Succeed | 
Bridges at Atlanta 


S. Russell Bridges, Jr., Provident 
| Mutual general agent at Atlanta since 
| 1940, has resigned 
} as of Aug, 31, and + 
will be succeeded 
by J. B. Hawkes, 
| general agent of 
Massachusetts Mu- 
tual at Savannah. 
Mr. Bridges, a 
C.L.U., was a ma- 
jor in the last war. 
He will devote his 
time to his per- 
sonal clientele. 
Mr. Hawkes, a 
graduate of Univer- 
sity of Georgia, 
entered life  in- : 
surance in Atlanta in 1931 as agent tor 
State Life of Indiana, and in 1937 he 
joined Mutual Life. Three years later 
he was made state supervisor in Georgia 
for Mutual Benefit Life. He is president 
of the Savannah Life Managers Assn. 
and immediate past president of the 
Savannah Life Underwriters Assn. 


Logan Campbell of Rochester, N. Y., 
has been appointed manager of the 
group department of the Aetna Life 
agency at Utica, N. Y. He succeeds 
Walter Burke, Jr., who has been trans- 
ferred to the New York City office. 





— | 





J. B. Hawkes 
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aaah’ Trust Talat 


Push Term, Common Stock Plan 


NEW YORK—The activities of sales 
cuamee of mutual investment 
trusts have again begun to make their 
influence felt occasionally in the life 
agents’ market for sales of retirement 
income, endowment, annuity, education 
and investment type policies, Earlier 
their influence was realized only when 
wealthier prospects were encountered, 
but in recent months the number of 
plans which call for small purchases of 
trust fund shares over a period of years 
has been growing. These are aimed at 
selling the small investor, 

These “open-end” trusts do not be- 
lieve that they can supplant life insur- 
ance or its protective features, nor do 
they maintain that either type of invest- 
ment is superior. They argue that both 
have their sphere and that one supple- 
ments the other. Their principal sales 
argument is that they offer interest on 
investments at anywhere from 314% to 
6%, and consequently they say they can 
beat any investment type insurance 
policy. In their sales talk they include 
the suggestion that the prospect buy 
term, usually non-renewable, or whole 
life, the least expensive insurance offer- 
ing the greatest protection over the 
period of the investment, 
money 
endowment or retirement income policy 
plus some additional funds, into mu- 
tual trust fund shares. 

A number of trust fund firms and 
salesmen have developed approaches 
and presentations which show this com- 
bined package. They are experiencing 
moderate success, particularly while 
common stocks are doing well on the 
exchange. 


Common Stock Investments 


The reasoning of the originators of 
the mutual trust fund was to help the 
individual investor by giving him_ the 
benefit of their knowledge of. securities. 
The investor buys a share of the fund. 
The fund is then invested in a wide 
range of securities. Usually the port- 
folios include anywhere from 40% to 
60% of common stock, a small amount 
of government bonds and cash, with 
the remainder split among appreciation 
and investment bonds and _ preferreds. 
The breadth of the investments is said 
to give them security. The bonds un- 
doubtedly serve as the security anchor 
with the common stock investments 
compromising the hoped-for high inter- 
est earning component of the portfolio. 

The mutual funds are not interested 
in short-term investments. They like 
them for a minimum period of five 
years, and preferably for 10 or 20 years. 
Many of these funds worth billions 
were wiped out by the depression. Their 
salesmen argue, however, that the ills 
were cured by the securities and ex- 
change commission act, and the invest- 
ment company act of 1940. They now 
state that they are healthy as United 
States business and industry, for through 
their purchases of its stocks and bonds, 
they are part and parcel of it. “Just 
like a life insurance company,” one 
trust salesman said. 


Assets About $2 Billion 


The several types of these funds now 
have assets exceeding $2 billion. As 
of June 30, according to the National 
Assn. of Investment Companies, the 
net assets of the 87 mutual funds were 
$1,536,233,000, an increase of $30 mil- 
lion in the last six months. Sales for 
the first half of the year were about 
$160 million, compared to $139 million 
in the first half of 1948. 

Experienced life agents have little 
difficulty in finding the holes in the 
arguments of the trust salesmen. The 
basic answers of the agent are short 
but conclusive. Primarily he need only 
point to the history of trust funds and 
the stock market to show that there 
is no guarantee to a trust investment. 
People genuinely interested in their 


YVIiM 


and put the | 
that would be required for an | 








future security or that of their family 
want it guaranteed. They do not want 
their investment subject to periodic ups 
and downs. Life insurance only has 
“ups.” Then there is the use of the 
annuity principle which only life com- 
gg know how to operate success- 
fully. 

Agents usually summarize their case 


in safety, systematic deposits which 
involve a feeling of compulsory saving, 
freedom from hazards of speculation, 
self-completing in case of accident or 
illness, and continuous lifetime income. 
These are generally lacking in the in- 
vestment trusts. The argument against 
term is that the premiums may be 
too high when the investor decides to 
convert, it has no cash values, and over 
a long period of time term may be 
more expensive than permanent cover- 
age. Agency departments of life com- 
panies have had long experience with 
trust salesmen and have innumerable 
dossiers outlining and explaining their 


7 


operations as compared to life insur- 
ance as an investment. The Diamond 
Life Bulletins contain a wealth of sales 
arguments for life insurance and a 
critique of the investment trust pro- 
cedure. Requests for this material have 
increased in recent months. 

Sales of shares of these funds are 
made through retail salesmen direct to 
the purchaser, the salesman getting 
about 8%. Some are made by securities 
dealers. At the outside there may be 
28,000 potential salesmen of shares in 
mutual investment funds, although only 
a small fraction of that number is ac- 

(CONTINUED ON PAGE 23) 
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Grass is always supposed to be greener in the next pasture. That’s why they 
have fences for cows. And that, too, is why there are globe trotters, and 


divorce courts, and dissatisfied life insurance salesmen. 


But Franklin salesmen don’t bother looking over fences with that day- 
dreaming light in their eyes. They know that the grass is greenest right where 
they are. Last year the hundred leading Franklin representatives averaged 
$23,492.75 in commission earnings. The top fifty averaged $32,201.17. The 
top ten averaged $55,665.21. 

That's lots of alfalfa! 

So if you are suffering from wallet-anemia, and have developed a roving 
eye for the fields beyond the fence, take a look at a Franklin Agency contract. 


It assures contentment, with an ample supply of “long green.” 
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BAN TKOLEN ILA 


SPRINGFIELD, ILLANOIS 


CHAS. E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $700,000,000.00 insurance in force. 
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U. of Ill. Clinic Takes Up 


Writing Business Insurance 


Seventy-three agents from 12 states 
gathered at the second annual advanced 
underwriting clinic of University of 


Illinois at Urbana to hear 12 of the 
country’s top authorities discuss the 
fundamentals, technical aspects, and 


sales techniques of business insurance. 
The sessions included answers to ques- 
tions and discussions of cases proposed 
from the floor in evening round-table 
discussions. 

Heading the selling technique dis- 
cussions were I’aul Cook, Mutual Bene- 
fit Life, Chicago: H. C. Edwards. Equit- 
able Society, Chicago; Arthur F. Priebe, 
Penn Mutual, Rockford; Solomon 
Huber, Mutual Benefit Life, New York 
City; Rigdon Robb, Northwestern Mu- 
tual, Chicago; and Dr. Frank Beach, 
professor of salesmanship at Univer- 


sity of Illinois and former life insurance 
agent. 

Leaders of the technical 
were Delmar Olson, assistant coun- 
sel Mutual Trust Life, Chicago; Dr. 
E. H. White, Insurance R. & R.; 
Robert Girk and R. W. Hilgedag, 
estate and taxation attorneys of Indiana- 
polis; Frank Toombs, of the executive 
staff of Research Institute of America; 
and Dr. R. I. Mehr, director of insurance 
University of Illinois. 

The clinic was sponsored by_ the 
business management services division 
of the university, under direction of 
De; 8 re Strong, in Cooperation with 
the Illinois association. R. W. Osler, 
Rough Notes, acted as chairman of the 
sessions, 

Three out of five business units have 


discussions 


no business insurance of any type; 40% 
of those who do not have it, have never 
heard of key-man insurance, and 37% 
have never heard of the use of life in- 
surance for business continuation, Dr. 
Mehr reported at the opening dinner. 
He detailed the results of a survey on 
the extent and use of business insurance 
coverages, made late last year by the 
bureau of economic and business re- 
search of the university. The completed 
report will not be released until this 
fall. 


Missed Ready Opportunity 


Dr. Mehr further reported that of a 
group of agents from the same towns 
covered in the survey, 90% of those 
in the business more than 10 years 
devote less than 25% of their time to 
business insurance and only 50% had 
ever sold a business insurance case. 
despite the fact that 57% had access to 
the advice of a business insurance spe- 
cialist. 

The use of surplus to purchase key- 





fits are worth while. 





These Benefits 
Are Worth While 


Based on his production, the qualified Lincoln 
National representative is given group life insur- 
ance. He is also entitled to hospital and surgical 
expense coverage for himself and family. 


Ask any LNL man. He'll tell you these bene- 


They are another reason 


for our proud claim that LVL is geared to help 
its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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unreasonable 
meaning of 
section 102 if the business would suffer 


not an 
the 


insurance is 
within 


man 
accumulation 


from the loss of the man, Mr. Olson 
said. Mr. Olson also warned that de- 
ferred compensation plans must not 
be a substitute for a salary increase 
or in consideration of a salary decrease. 
In such cases, he declared, the revenue 
bureau will, in all probability, tax the 
salary differential currently. 


Big Sales Are Little Ones Grown Up 


Mr. Cook, chairman of the Million 
Dollar Round Table, discussing selling 
techniques for key-man insurance, re- 


ported that half of his business has 
come from just five or six original 
cases. “Big sales,” he declared, “develop 
irom little sales that grow up.” He 
offered as an “unexploited idea,” the 
use of disability coverage with key- 
man insurance. In the event of dis- 


the key-man, he explained, 
the business can take in, say, $3,000 
of tax-free disability income and pay 
out, perhaps, $5,000 of income that 
would be taxed, as disability income 
to the employe. 

While in general, a stated value for 
the business is preferrable in business 
insurance, it is to be avoided in the 
sole proprietor case, Dr. White warned. 
Sole proprietorship assets are often not 
clearly segregated from personal assets, 
he declared, and the safest valuation 
plan is to provide. for appraisal. He 
also urged that,the buyer in the sole 
proprietorship agreement buy the busi- 
ness “gross”; that is, he should buy 
the assets and “leave the debts where 
they belong—in the lap of the executor.” 


Calls Incorporation Best Plan 


The simplest way to sell the sole 
proprietorship i is to induce the proprietor 
to incorporate, Mr. Edwards, who is 
a Million Dollar Round Table member, 
told the clinic. The sole proprietorship 
sale is a difficult sale, he explained, 
because the business may be a partner- 
ship or a corporation tomorrow. On 
the other hand, he declared, the sole 
proprietorship sale has the advantage 
of having to deal with only one man 
for decisions—not with a group of 
partners or a board of directors. He 
advised agents never to draft the agree- 


ability of 


ment, even if the agency has a full- 
time attorney legally able to do so. 
“Encourage counsel with outside at- 
torneys and accountants,” he urged 
“It wins friends and gets you more 
prospects.” 


Each speaker was followed by a half 
hour period for questions from the floor; 
and the period following a group dinner 
each evening was thrown open for a 
presentation of actual “problem cases” 
from the floor, solutions to which were 
suggested by a panel composed of the 
speakers of the day. 

Mr. Girk defined a partnership as 
“two or more sole proprietors operating 
together; and he warned that every 
widow thinks that her husband was the 
brains of the partnership and that the 
survivors seek to steal the business he 
built up. “I’ve had partnership widows 
in my office refer to the survivors in 
language I would not repeat from this 
rostrum,” he asserted. He also expressed 
the opinion that all life companies will 
eventually offer arrangements under 
which the widow can take the partner- 
ship insurance proceeds under the 
policy settlement options. 


Mr. Priebe, a Million Dollar Round 
Table member, charged that despite 
a serious need for business insurance 


agents are not doing a 
The average Million 
Dollar Round Table member derives 
only about 12% of _his income trom 
business insurance. He advised the use 
of direct mail for the pre-approach; 
firmly establishing the need before 
(CONTINUED ON PAGE 22) 


in the economy, 
job in this field. 
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Perindicals Sent 
to Public Gaining 


Policyholder publications are making 
some effective gains in carrying com- 
pany messages to the public and more 
life companies are exhibiting an interest 
in issuing these periodicals, Life In- 
surance Advertisers Assn. concludes 
from a study conducted by its research 
projects committee. H. A. Richmond, 
Metropolitan Life, is committee chair- 
man and H. B. Brown, Imperial Life 
of Canada, prepared the report. 

Of 141 life companies which respond- 
ed to L.A.A.’s questionnaire, 12 issue 
a regular policyholder publication other 
than the annual report and another 
18 are considering issuance of such a 
publication. 

The project centered on types and 
characteristics of policyholders, pub- 
lications, production and costs, objec- 
tives, and effectiveness. 


Functions Are Listed 


Functions prominent in the combined 
list of objectives of policyholder pub- 
lications were to maintain friendly 
contact with policyholders, keep them 
informed about the companies’ activities, 
personnel and financial position, point 
out new policies and services, under- 
score the advantages of adequate in- 
surance coverage, aid in conserving 
business, promote good health, keep 
policyholders informed on social prob- 
lems relating to insurance, meet cur- 
rent criticism of life insurance in a 
positive manner, combat socialism and 
the “welfare state,” and endeavor gen- 
erally to build good will and prestige 
for the company and the agent. 

\ll the companies get a sampling 
opinion in some measure, and editors 
and the companies feel that the pub- 
lications are carrying out their functions 
effectively. 

None of the companies, - however, 
“have ever made use of the recognized 
channels of research in determining 
readership, or the influence of the pub- 
lication on policyholder thinking,’ the 
report points out. 

This fact may be a key to the high 
mortality rate among policyholder pub- 
lications. “The value of the publica- 
tion has never been definitely proved 
to the point where management feels, 
‘come what may, we must retain our 
policyholder publication as a continuing 
factor in our advertising program,’” the 
report states, 





Mutual Life has made @ loan of $2,- 
200,000 against 15-year 33¢% notes to 
Ginn & Co., Boston textbook pub- 
lishers. 


Income Disability 
Returning Slowly 


There is apparently a trend under 
way for life companies to return to 
the writing of total and permanent 
disability insurance. It is not a con- 
certed or rapid movement, as indicated 
by the figure published in the 1949 
edition of Who Writes What,” show- 
ing that only 45 out of the 154 com- 
panies listed write disability insurance. 
But in the 1948 edition, only 41 out 
of 125 companies wrote it. This is, of 
course, a slow comeback since its 
almost complete abandonment in* 1931. 

One of the important reasons for 
the improved experience of the com- 
panies writing this class of business 
over that of 1931 is found in the more 
adequate premiums being charged. The 
new premiums are based on a good deal 
of study and a longer experience record. 


Underwriting Stricter 


Careful and rigid underwriting prac- 
tices, with knowledge of conditions 
that lead to disability claims and 
particular watchfulness on the pos- 
sibility of over-insurance, have done 
much toward improving the record. 

The ratio of monthly income to the 
amount of insurance has been lowered 
to a point where it is more in line with 
good underwriting standards. Now most 
companies pay $5 a month per $1,000 
of insurance, with some paying $10. 
A few companies pay $10 a month 
until age 55 or 60 and then reduce the 
payments to $5, while others pay in- 
come until age 65 and at that time 
pay the face amount of the policy in 
a lump sum. Before 1930 every rider 
provided disability coverage up to age 
60, but now almost all companies have 
lowered the age limit to 55. Claims 
between age 55 and 60 were very 
heavy. 

Most of the old forms regarded total 
disability lasting three months as_per- 
manent. Now almost all forms call for 
a six-month wait before payments start. 
As experience improves it seems likely 
that more and more companies will 
return to writing income disability 
business. 





Pan-American Booth at Fair 


For the first time in its long history, 
the Cincinnati home and food show will 
have a life insurance exhibit when the 
exposition opens Aug. 23 at the zoo. 
Pan-American Life will have a large 
booth featuring the company’s mortgage 
retirement policy. George B. Carter, 
general agent, will be in charge. The 
show is visited by 225,000 annually, 





An Extraordinary Opportunity — 


The directorship of the Institute of Life Insurance Market- 
ing will become vacant on September 15. 
Cahill has resigned to accept a position as Supervisor of 
Schools for the Mutual Life, effective as of the date named. 


We are now interviewing applicants to fill this position. 


Our preference is for a man between the ages of 30 and 
45, college degree, C.L.U., life insurance selling experience 


as well as training experience. 


Write to Mr. C. W. Beese, Director, Technical Extension, | 
Purdue University, West Lafayette, Indiana, giving full 
details regarding yourself. We pledge that all replies will 


be held in strictest confidence. 


Mr. Daniel P. 
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VACATION 


TENNESSEE 


We'd like to extend 


surance fraternity a cordial invita- 
tion to enjoy a vacation this summer 


in Tennessee. 


No matter what your interest, it is 
here. Some of the finest fishing in 
the United States . . . scenic beauty 


that is unsurpassed . 


ways to bring you here and Tennes- 
see country ham to make you want 
to stay ... to name only a few of the 
state’s many attractions. 


And if you do come, by all means 


drop in to see us. 


to the life in- 


good high- 
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Life Premiums 
Under 3% of “48 
National Income 


Although life insurance purchases are 
currently in record volume and life 
insurance ownership is at a_ record 
peak, the percentage of national income 
going into premiums for life insurance 
and annuities last year dropped for the 
third consecutive year and was ma- 
terially below the pre-war ratio, ac- 
cording to the Institute of Life In- 
surance. 

Premium payments to U.S. life in- 
surance companies for life insurance 
and annuities were $6,600,000,000 in 
1948, up 7% from the year before and 
nearly 70% greater in aggregate volume 


than in 1940. This, however, was merely 
a reflection of the increased life in- 
surance ownership, which rose 75% 
in the U.S. between 1940 and this year. 

The greater amount of life insurance 
protection owned by American families, 
with the naturally greater premium 
volume, required a much smaller portion 
of national income this past year than 
was the case in 1940. The ratio of pre- 
miums to income was 2.9% in 1948, 
compared with 3.1% the year before, 
3.2% in 1946, 2.9% in 1945 and 4.9% 
in 1940. In mid- depression 1935, the 
ratio was 6.5%. 

There is, of course, a fluctuation in 
this ratio with changes in trend of 
national income, In periods of rising 
income, there is a tendency towards 
lower ratios and in periods of stable 
or falling income, the ratio tends higher, 
largely because most people maintain 
their life insurance at a high level, 





WHAT CAN yi 


\ 
THE EXTRA MAN* | 


». DO FOR YOU? << 


You have nearly closed 


insurance ‘case, but you find that one of the pros- 
pects cannot qualify for standard coverage. 








an important business 











*K The EXTRA MAN 
typifies the special- 
ized help that you as 
a broker can secure 
from your nearest 
Connecticut General 
office. The example 
above is one of many 
ways that The EXTRA 
MAN can help you 


rating, 





In order to preserve an accept- 
able premium schedule, you 
need low cost term insurance, 
substandard. This can be 
obtained from Connecticut 
General up to 200% mortality 


limits and at recently reduced 
substandard rates. 





with high maximum 








build or conserve 
business. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT IN- 
SURANCE, HEALTH INSURANCE 
AND ANNUITIES. ALL FORMS OF 
GROUP INSURANCE AND GROUP 
ANNUITIES. PENSION TRUSTS. 
SALARY ALLOTMENT INSURANCE 








even though other items may be cur- 
tailed. 


Family Insurance Doubles 


This means that today, American 
families in the aggregate have more 
than twice the life insurance protection 
they had 15 to 20 years ago, but the 
total charges for this protection rep- 
resent a relatively smaller portion of the 
national income. 

These premium figures cover only 
those paid for life insurance and an- 
nuities. In addition, the life companies 
have premium income from the health 
and accident insurance which some of 
them write. In 1947, the health and 
accident premiums added $438 millions 
to their premium income and in 1948, 
they were well over $500 million. 


N. Y. Life Plans 
Housing Project in 
Chicago Negro Area 


> 

NEW YORK-—Skidmore, Owings & 
Merrill, Chicago architectural firm, have 
been retained by New York Life to pre- 
pare plans for the re-development of a 
blighted area in the heart of Chicago’s 
south side. It will provide apartments 
for 1,400 Negro families and an ad- 
jacent main shopping center. The archi- 
tects have agreed to complete the re- 
development plan before March 31, 
1950. 

Under an agreement between New 
York Life and the Chicago land clear- 
ance commission, the company will con- 
struct modern apartments. for occu- 
pancy by 1,400 families at medium 
rentals on a site which fronts on Lake 
Michigan from East 31st to 33rd streets. 
The land clearance commission is ac- 
quiring the site and an additional area 
for shopping facilities. It will clear the 
land of all existing structures and sell 
the property to the company at what 
is considered @ realistic value for vacant 
areas. There will be no tax exemption 
for the land and improvements. 

The area is now largely occupied by 
Negroes and first occupancy preference 
in the new development is to be given 
to present residents, then to other 
Negro families. In all cases families 
must qualify under established tenant 
selection standards. Land is ‘to be set 
aside for a school, playgrounds and park 
to be constructed by municipal authori- 
ties. Through streets within the site 
will be eliminated to decrease noise and 
traffic hazards. 








Provident Life has appointed Lam- 
bert G. Schulze as agency assistant in 
the group ‘department. Before going 
to Provident in 1948 he spent 10 years 
with the Minnesota Hospital Service 
Assn, 

The Canadian department has licensed 
Workmen’s Circle of New York to write 
life and A. & H. insurance. M. Rubin- 
stein, Montreal, has been named chief 
agent in Canada. 


Support Committee 
for Better Gov't, 
Myrick Urges 


NEW YORK — Life insurance pol- 
icyholders,. annuitants, beneficiaries and 
the personnel of the business were urged 
to throw their support behind the ef- 
forts of the Citizens Committee for Bet- 
ter Government to secure adoption of 
the recommendations of the Hoover re- 
port, in a talk by Julian S. Myrick, re- 
tired 2nd vice-president of Mutual Life, 
before the New York City C.L.U. Mr. 
Myrick is acting as special assistant to 
the chairman of the citizens committee. 

“Reorganization of our government to 
eliminate all possible waste is vitally 
important today,’ Mr. Myrick said, 
“both from the standpoint of govern- 
ment strength against bankruptcy and 
for the welfare of the individual and the 
family. 

“Every man, woman and child, on the 
average, pays an annual tax of $372.78 
Every family pays, on the average, an 
annual tax of $1,300. Every individual 
owes in debt, through the government 
debt, $1,759, every family $7,036. These 
are basic problems facing all Americans 
and especially those who are thrifty, 
such as the savers of the nation, includ- 
ing those who own life insurance and 
savings accounts. 

“Government waste and _ inefficiency 
are frittering away your tax dollars, 
plunging America toward national eco- 
nomic suicide.” 

It was to meet this avowed critical 
situation that action was taken by Con- 
gress in 1947, Mr. Myrick continued, 
when it created the commission on re- 
organization of the executive branch of 
the government, under the chairmanship 
of former President Herbert Hoover. 

This commission completed its work 
and_ presented its recommendations 
which pointed to a possible saving of at 
least $3 billion annually. 

Mr. Myrick urged that everyone in 
the life insurance business get behind 
the citizens committee’s work and help 
arouse the interest and cooperation of 
policyholders and beneficiaries in the 
accomplishment of the objectives. 





Agency Assistant 





Harold J. Cronin, 
whose appointment 
as agency assistant of 
United States Life 
was reported in a re- 
cent issue of THE 
NaTIONAL UNDER- 
WRITER, was formerly 
an assistant manager 
for Prudential in 
New York City and 
is a past president of 
the New York City 
Life Supervisors 
Assn. 





H. J. Cronin 
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Surplus Business Decreases 


=-= 

Companies that write brokerage busi- 
ness indicate that the number of cases 
they are getting from agents of other 
companies is falling off. They say that 
this has been partly caused by the fact 
that a number of companies have re- 
cently increased the limits of insurance 
they will write. This may mean that 
the brokerage company will get only 
$25,000 or $50,000 where formerly it 
would have gotten $100,000. It also has 
been caused by the increasing number 
of companies which write rated business. 
Brokerage companies usually write 
rated business or have other under- 
writing liberalities which is generally 
the reason for their getting the busi- 
ness in the first place. Another factor 
is the greater interest which a number 
of companies are showing in term busi- 
ness. With more companies writing it, 
their agents are less inclined to place 
their business with another company. 





Public Service TDB Concept 


Companies in the group disability field 
are striving to approach the sales prob- 
lem in New York from a public service 
angle to avoid having TDB considered 
as profit-making legislation for insur- 
ance companies. They are discouraging 
the profit concept, feeling that it will 
give ammunition to advocates of a state 
fund monopoly. 

Real production efforts will probably 
not take place in New York until after 
the regulations have been drawn up 
and considered in September. Companies 
want to get sales going immediately, 
for they have 170,000 employers to con- 
tact and even if they start in October 
they will only have nine months to do 





Liberal First Year 
Commissions. 


Bonus on 


Quality Business. 


Personalized 
Home Office Service. 


Attractive Retirement 
Plan. 


Ly 





it. If employers procrastinate until 
March or April the task will be impos- 
sible. The companies intend to approach 
the coverage problem in several different 
ways. Some of the casualty companies 
intend to add a rider to their compen- 
sation contracts and thus provide the 
statutory benefits. Other companies do 
not look upon this favorably and hope 
that efforts will be made to provide as 
much coverage as can be given with the 
premium. Particularly they want to pro- 
vide something in addition to what the 
state fund will pay, as is being done in 
New Jersey and California. This, they 
say, will win friends and influence peo- 
ple in favor of the insurance business. 





Life Salesman Well Regarded 


The New York Stock Exchange and 
other investment organizations have 
been increasing their advertising to en- 
courage the public to place more money 
in the stock market which has been 
ailing. One of the exchange’s adver- 
tising campaigns seems to be modeled 
after the successful program of Institute 
of Life Insurance. 

The continued success of life in- 
surance salesmen intrigues Wall Street. 
Francis T. Adams, president of the 
New York Curb Exchange, in a recent 
speech pointed out that from 1936 to 
1948 life insurance sales rose from $12 
billion to $24 billion and that the sales 
of shares in mutual investment trusts 
rose from $53 million in 1941 to $247 
million in 1948. The dollar volume of 
sales on stock exchanges dropped from 
$23 billion in 1936 to $13 billion in 1948. 
He said he thought the reason for the 
drying up of the stock market was the 
difference in pay received by the sales- 
men. The stock broker raising $1,000 


Vested Renewals 
Unsurpassed. 


Openings in Virginia, West Virginia, 

North Carolina, South Carolina, 

Tennessee and Alabama. For information write: 
| E. DUDLEY COLHOUN, Director of Agencies. 





Shenandoah Life 


INSURANCE COMPANY, INC. 














for American business on the exchange 
gets only $10 for his trouble, he said, 
while the dealer in mutual investment 
trust funds gets $87.50 and the life in- 
surance agent $127. How he arrived at 
the latter figure is a mystery to life 
agents, who consider it far too high. 
Industry and business generally are 
envious of the life insurance sales record. 
The agent not only has a good product 
to sell but he knows how to sell it, his 
competitors realize. 








Over-Exertion No Accident 
The beneficiary of an Equitable So- 


ciety policy, in a case heard by the 
appellate division of the New York 
supreme court, sought to recover double 
indemnity benefit when the assured died 
as a result of unusual over-exertion 
which damaged his heart. Ruling that 
accidental means was not the cause of 
death, the court dismissed the action. 

The assured was a garage owner. He 
employed men to do the manual work 
incidental to his business. During a 
severe snowstorm he over-exerted him- 
self extricating cars from the snow and 
in working around the garage. This 
resulted in damage to his heart and, 
finally, his death. 





derwriter. 


WHAT'S HIS CUT? 


You don't buy surgery at so much per slice. Good 
surgeons offer Skill, Knowledge and Safety. 


It's equally true that your prospective clients look 
for skill and knowledge in a life insurance represen- 
tative. They get just that in a Protective Life un- 





The Protective Life 
training program makes 
specialists out of aver- 
age agents whose know- 
how is reflected in high- 
er income. Want the. 
facts? 


GENERAL AGENCY OPENINGS 
IN TEXAS, KENTUCKY, NORTH 
CAROLINA, GEORGIA. 





PROTECTIVE LIFE 


is a real career 


Our Compensation Plan—Includes liberal 
first-year and renewal commissions, 
vested renewals, lifetime service commis- 
sions, non-contributory retirement plan, 
group life insurance, hospitalization and 
surgical benefits, and a SPECIAL CASH 
BONUS FOR PERSISTENCY. 


Our Training Plan—Includes continuous 
office and field training in successful 
sales methods, consisting of a 5-point 
learn-as-you-earn program. 


A Complete Line of Policy Contracts 
Personal Relationship—Agency opera- 
tions are exceptionally flexible so that 
we can do things the way you want 
them done. 


Interested?—Write today for details. 
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EDITORIAL 


COMMENT 





I'he Insurance “Industry” 


The practice and habit of referring 


to insurance as “the industry” which 
has now become so common, seems to 
be a post-S.E.U.A. development. We 


can’t recall that prior to that momentous 
decision, insurance was labeled in that 
way. The word “industry” is used most 
frequently to distinguish those engaged 
in the business from the supervisory 
officials in connection with undertakings 
in which state officials and insurance 
people are jointly engaged in seeking 
the light or even where they are pitted 
against each other. The new regulatory 
era has compounded the number of 
such undertakings and the “industry” 
label is heard over and over again, and 
those in the business are getting more 
and more in the habit of referring to 
themselves as being engaged in the in- 
surance “industry.” 

The fact that this is something of 
a new habit or practice was borne upon 
us the other day when among a group 
of non-insurance people we chanced to 
make some remark about the insurance 
“industry.” We were startled by the 
reaction of one member of the group 
who, in almost a belligerent way ex- 
postulated: “Since when did insurance 
become an industry? 

That prompted us to engage in some 
reflection and to wonder whether in- 
surance people were not allowing them- 
selves to fall into some kind of a trap 
thinking of their activity as con- 
stituting an “industry.” The Supreme 
Court said that insurance constitutes 
commerce and perhaps that edict has 


by 


had the subtle effect of causing the 
insurance practitioner to put himself 
in the saine boat with steel, sugar, auto- 


mobiles, etc., instead of as in the past, 
to regard himself as engaged in an 
activity which occupied a very special 


kind of niche in the economy and that 


was in hardly any way analogous 


Inflation Hedge 


made the observation 
that the only true inflation hedge is 
good health. That is a maxim that is 
worth reflecting upon and is one that 
has significance especially for life insur- 
ance and A. & H. insurance men. The 
implications are that, whatever devices 
a man may select, to guard his money 
against dilution, they are subject to all 
kinds of influences that may invalidate 
the application of his thesis. He may 
select commodities, and yet his timing 
may be entirely wrong. He may select 
real estate, and yet his timing there may 
wrong and he may acquire the 


Someone has 


be 


to what is commonly regarded as “in- 
dustry.” The trap is the acceptance 
of the assumption that insurance is 
comparable to other forms of enter- 
prise and that the rules, regulations and 
conditions traditionally applicable to 
“industry” should become applicable 
to insurance. We, thus, find ourselves 
in all these arguments about whether 
some decision regarding a salt manu- 
facturer should be applicable to ‘“‘in- 
surance.” This kind of thing seems to 
us to constitute something of a softening 
up process. There is need to point out 
the very great differences between in- 
surance and “industry” as the latter 
term is generally understood. 
Insurance by its nature is a coopera- 
tive undertaking and through coopera- 
tion, enormous strides have been made 
in promoting the welfare of the public 
and in providing forms of protection 
that could never have been provided 
if the underwriters had been compelled 
to operate in cubicles and without com- 
munication and exchange of informa- 
tion and statistics among each other. 


If the full “industry” treatment were 
given to insurance, the latter would 
become paralyzed. Even the most 


independent of the independents don’t 
want that. Already, insurance has been 
saddled with many unnatural restric- 
tions and conditions since the S.E.U.A. 
decision and it is time that we begin 
to think about the differences between 
insurance and “industry” rather than to 
seek out similarities.. Analogies can be 
very dangerous in this connection. 
Somewhere along the line we have 
got to insist that insurance essentially 
stands alone with its own necessities 
and obligations, and that it can’t be 
tortured into something that it is not. 
As a beginning in this direction, we 
suggest a movement to discontinue 
referring to insurance as “the industry.” 


wrong kind of real estate or the location 
may turn out to be sour. He may turn 
to equities and get the wrong: ones or 
the right ones at the wrong time. And 
even if a man has made a wise selec- 
tion, he may more likely than not fail 
to capitalize on his gain at the right 
time, 

What is. meant by this pungent say- 
ing is that a man in good health in good 
times or bad and regardless of the cur- 
rent value of money has an excellent 
chance of selling his services at a price 
that will keep him and his family. For 
a man without health, there can be a 


devastating depression in the midst of 
plenty. A man’s earning power is his 
greatest security come what may and 
to secure that earning power and to per- 
petuate it for the period that his family 
depends on it is the function that life 
insurance and accident and health insur- 
ance perform. There are some econo- 
mists who feel that the present defla- 


tionary trend is not a true indicator 
and that from the long range standpoint 
the pressure will be inflationary, due to 
the demands of the huge government 
debt. If so and if it can be accepted 
that good health is the best inflation 
hedge, then it is necessary corollary 
that life insurance and A. & H. cover- 
age is the > way to protect that becar. 














_ PERSONAL SIDE OF THE BUSINESS 





Rollie J. Jones, manager of Pruden- 
tial’s San Jose office, has completed 30 
years with the company. 

C. A. Craig, chairman of the finance 
committee and former president of Na- 
tional Life & Accident, who resigned 
as a member of the Tennessee civil serv- 
ice commission in January, then agreed 
to continue, has made his resignation 
final. 

M. C. Clarke, president of Dunbar 
Life, has been chosen by the board of 
directors of the Catholic Interracial 
Council of New York to receive one of 
the James J. Hoey awards for interra- 

cial justice for 1949. These awards are 
wee ie each year to the two Catholic 
laymen—white and colored—judged by 
the board to have made the most impor- 
tant contributions to interracial justice 
during the year. 

New York State Senator William F. 
Condon, who will head the joint legisla- 
insurance rates and 


tive committee on 
regulation during the next legislative 
session, has returned from a European 


visit and with Paul F. Bleakley, newly 
appointed committee counsel, has begun 
preparing the agenda for committee ac- 
tivities in the fall. It is expected that 
a number of dimen acts will be held. 


_ DEATHS 


James H. Mickey, 58, Connecticut 
Mutual Life, San Antonio, died of a 
heart attack at his home. Before going 
to San Antonio in 1946, he had been 
state manager for Equitable of Iowa at 
Lincoln, Neb., general agent of State 
Mutual Life, and Kansas City associate 
general agent of Connecticut Mutual. 
He was an air force veteran. 

Edward J. Moan, 56, for 28 years a 
leading producer of Equitable Society 
at Toledo, died there. He sold more 
than $500,000 annually for 15 years. He 
was a group supervisor at Toledo 14 
years and a charter member of the 
Equitable Group Millionaires Club. 

James W. Schaeffer, 46, district man- 
ager of Massachusetts Mutual Life at 
Kalamazoo, Mich., and active in Kala- 
mazoo Life Underwriters Assn., died 
from a coronary occlusion. Former dis- 
trict manager for Blue Cross there, he 
was for three years vice- president of 
R. D. Winn & Co. agency before going 
with Massachusetts Mutual. 

James F. Shanahan, 61, district mana- 
ger of the Grandson agency of Union 
Central Life in Chicago, died. Born in 
County Limerick, Ireland, he won the 
sculling championship of Ireland in 
1904 and for five years was a champion 
in four events. In 1907 he won the Brit- 
ish sculling championship. Before com- 
ing to America he had won more than 








250 races. After arriving in. the United 
States he took up hammer-throwing 
and weight-lifting. He was a member of 
the U. S. Olympic teams in 1920 and 
1924. He had been with Union Central 
since 1929. 

Albert Matthews, 76, president of Ex- 
celsior Life since 1944, died at his sum- 


mer home, following a long illness. He 
was lieutenant-governor of Ontario 


from 1937 to 1946. In private life he 





ALBERT MATTHEWS 


was senior partner of Matthews & Co., 
leading Canadian investment firm. For 
more than 25 years he was chairman of 
the board of governors of McMaster 
University. His daughter, Mrs. Charles 
P. Fell, is the wife of the president of 
Empire Life of Kingston, Ont. A son, 
A. Bruce Matthews is vice-president 
and treasurer of Excelsior. 

Harry E. Moore, former vice-presi- 
dent of Pacific Mutual Life, died at Cali- 
fornia Lutheran Hospital. He resigned as 
vice-president in charge of personnel in 
1935 because of failing health. He went 
to Los Angeles from Minnesota in 1896 
and entered the life insurance business 
with the Conservative Life, which later 
merged with Pacific Mutual. 

Harrison E. Miller, 60, Bankers Life 
of Iowa, Dubuque, died of a heart at- 
tack at Luxemburg, Ia. 

Dr. William Ewart Ferguson, 62, 
medical referee of Excelsior Life, died 
suddenly of a cerebral hemorrhage at 
his home in Toronto. He joined the 
medical department of the Excelsior 
Life in 1925 and was appointed medical 
referee in 1939 following the death of 
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his father, Dr. John Ferguson, who 
was one of the founders of Excelsior 
Life in 1889 and medical referee from 
its inception. Dr. W. E. Ferguson was 
a member of Assn. of Life Insurance 
Medical Directors” of America. | 





Option Povsnenis on 
Surrender Value Held to 
Be Taxable as Annuities 


Payments received from insurance 
companies after exercising the settle- 
ment option to have the surrender value 
paid in annual installments constitute 
annuities for purposes of federal income 
tax treatment, the Tax Court has de- 
cided in Burtha M. Fisher vs. Commis- 
sioner. The taxpayer contended that 
the amounts were paid under life insur- 
ance policies and not taxable. How- 
ever, the court said on this hypothesis 
what there would be here would be an 
amount received as an annuity under a 
life insurance contract, and not paid by 
reason of the death of the insured. If 
the reasoning were adopted that the 
amounts were paid under a life insur- 
ance contract, they are not excluded 
from taxable income under the life in- 
surance exclusion or entitled to special 
annuity taxation provisions of subsec- 
tion (b) of section 22, and hence not 
only the 3% included by the commis- 
sioner but some larger part might be 
taxable income under section 22 (a). 

In 1923 Mrs. Fisher’s husband, Fred- 
erick J. Fisher, procured 18 policies 
with 14 companies aggregating $2 mil- 
lion, with Mrs. Fisher as irrevocable 
beneficiary and during the time the con- 
tracts were in force she paid the pre- 
miums. 

In 1940 Harold R. Kelly, a life insur- 
ance agent, met with the Fishers and 
their counsel, and was advised of Mrs. 
Fisher’s desire to effect the settlement 
option of 20 years certain and life there- 
after on the surrender value proceeds 
of the insurance. Nine of the companies 
issuing 10 of the policies consented to 
do this and the cash surrender value of 
this block of insurance was $360,951. 
Five of the companies refused on the 
ground that the settlement options were 
available only to the assured and not 
the beneficiary. Hence in connection 
with these policies the surrender value 
was used to purchase refund annuities. 


The commissioner treated as the cost 
of annuities the surrender value of the 
10 policies in the amount of $360,951 
and added to the income for the taxable 
vear 3% of that amount (adjusted to 
the quarterly payments received in the 
taxable year) in the amount of $4,910. 

The court said it is unnecessary to 
decide whether these were life insur- 
ance or annuity contracts, but it is dif- 
ficult not to be persuaded that they 
were the latter. Mrs. Fisher surrend- 
ered the agreements she originally had, 
which were policies of insurance on her 
husband’s life. She received in lieu of 
them agreements to pay the sums, 
which can only be characterized as an- 
nuities. It is true the terms of the new 
contracts were dictated at least in most 
instances by the provisions of the orig- 
inal policies. But the amounts were paid 
under the new agrements and would 
not have been paid under the life insur- 
ance contracts while the latter were in 
force and Mr. Fisher was alive. 





List Recent Recipients 
of F. I. C. Designation 


Fraternal field representatives who 
have been successful in securing the fra- 
ternal insurance counselor designation 
bring the total number of F.I.C.’s_ to 
813. 

Those receiving the designation since 
the last report are: 

Aid Association for Lutherans: MM. H. 
Bergelin, E. E. Busse, J. C. Pauls, E. A. 
Brueggemann, A. A. Jording, E. F. 
Schulz, R. J. Pieper, D. H. Rush, 
Vollrath. 

Baptist Life Association: W. 

Lutheran Brotherhood: D. C. 
H. J. Luthro, L. W. 
Stenberg, Kilbert Nore. 

Maccabees: John M. Brady. 

Modern Woodmen: A. S. MacGregor, 

V. Prince, Richard Gloor. 

Security Benefit Association: W. R. 
McKinley. 


G. Meves. 


Hugo 


Haynes, | 
Meseck, V. E. | 


Woodmen of the World Life: J. R. | 


Connor, H. A. Hall, T. G. Smoak, R. O. 
Ramsey, 


vant, Joseph DeFily. 


Sammons Dallas Manager 


United Fidelity Life has ‘appointed 
E. E. Sammons as manager at Dallas. 





Melzer C. Jones, general agent of Con- 
necticut Mutual at Los Angeles, was the 
guest of honor at a birthday party given 
by the members of the agency. 
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SOUND AGENCY BUILDING 
AND DEVELOPMENT 


while learning, enables its General Agents to attract men 
of high caliber, and in turn, special bonuses reward both 
the Agents and General Agents for successful per- 

A liberal pension plan provides security at retirement. 


Sound — Progressive — Dependable 
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Illinois, lowa, Michigan, Min- 


nesota and Ohio. 
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W. D. Chapman, Edgar Dunna- | 


Woodmen of World 
Revises Its Field Setup 


Florida and Kentucky each has been 
subdivided into two sections in the 
Woodmen of the World of Omaha 
field organization. 

W. H. Martin, Lakeland, formerly 
Florida state manager, has been ap- 
pointed eastern regional supervisor for 
Vest Virginia, Maryland, Delaware, 
New Jersey, New York, Connecticut, 
New Hampshire and _ District of 
Columbia. 

Evan C. Evans, Bowling Green, 
formerly Kentucky state manager, is the 
new north central regional supervisor 
for Kentucky, Indiana, Michigan, Min- 
nesota and Wisconsin. 

Succeeding Mr. Martin in Florida are 

Gibson, Lakeland, formerly as- 
sistant state manager, as manager for 
35 southern Florida counties, and J. D 
DeLoach, former’ district manager, 
Tallahassee, manager for 32 northern 
counties. 

The new managers in Kentucky are 
J. D. Blalock, formerly a district man- 
ager, Louisville, who will supervise —. 
anc 


field work in eastern Kentucky, 
3uford Hurt, state manager of western 
Kentucky. 


he 


FRIENDLY 
COMPANY 
OF DISTINCTION 


resents _. 








Pontiac, Flint, Bay City 


writers in the 





CINCINNATI, 


Beneficial Suanderd Has 
Two New A. & H. Palicies 


Beneficial Standard Life now has on 
the market two new A. & H. contracts. 
One, known as_ the “special disease 
policy,” is a limited contract covering 
medical expense incured for the tréat- 
ment of eight special diseases, one oO 
which is polio. Cravens, Dargan & Com- 
pany, general agents at San Francisco 
and Houston have been appointed the 
underwriting general agents for this 
policy in Arizona, California, Colorado, 
Idaho, Montana, Nevada, New Mexico, 
Oklahoma, Oregon, Wyoming, Wash- 
ington and Texas. The premium for an 
individual $5,000 maximum contract is 
$5 and the same contract is written 
for a family group for an amount not 
exceeding $5,000 per person, and regard- 
less of the limit of persons, at a pre- 
mium of $10. 

The second contract is a limited polio 
policy written for $1,000, at a premium 
of $1 per person and this is designed 


for the Los Angeles Daily News and 
merchandised by it. 

The company states that acceptance 
of both contracts on the part of the 


public is even greater than was antici- 
pated. 





A. S. BRENNAN 
General Agent 





HAROLD R. BRENNAN 


CAREER 
FAMILIES 


LEO R. BRENNAN 


High on the roster of successful Ohio National career 
families are the three Brennan brothers. 
nine years General Agent A. S. Brennan has blazed new 
trails for The Ohio National in Michigan — at Saginaw, 


During the past 


and Detroit. Harold and Leo 


Brennan are giving a good account of themselves as under- 
Detroit area. 





OHIO 
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AMONG COMPANY MEN 





Many Alliance 
Executives with 
Republic National 


With the final removal of all assets 
and records of Alliance Life of Chicago 
to Dallas, Republic 
National, which 
bought the Chica- 
go company, has 
rearranged its ex- 
ecutive lineup as 
follows: 

Dr. Donald G. 
Kilgore, who has 
been medical direc- 
tor of Republic 
National, becomes 
vice-president and 
medical director. 
Dr. J. E. Hunsing- 





B. T. Kamins er, Alliance’s med- 
ical director, be- 
comes associate medical director. W. E. 


Mackay, Alliance assistant treasurer, be- 
comes vice-president in charge of bond 
and stock accounts. Alliance’s vice-pres- 
ident and manager of investments, A. E. 
Streitmatter, becomes vice-president and 
manager of the mortgage loan depart- 
ment. A. J. Schmidt, Alliance’s vice- 
president, becomes vice-president and 
actuary of the group department. All of 
the foregoing have been elected di- 
rectors. 

E. H. Wagner, Alliance actuary, be- 
comes vice-president and actuary; B. T. 
Kamins, Alliance vice-president and 
agency director, becomes vice-president 
and associate director of agencies; Bert 
Molohan, Alliance field supervisor, be- 
comes agency supervisor; E. G. Atkin- 
son, Alliance agency secretary, becomes 
home office agency secretary; Ray E. 
Button, Alliance reinsurance director, 
becomes vice-president in charge of re- 
insurance; Joseph McGauley, Alliance's 
assistant reinsurance director, becomes 
home office manager of the reinsurance 
division; A. J. Brender, formerly in 
charge of the Alliance conservation and 
service department, becomes policyhold- 
ars’ service department manager; G. 7 
Delahunty, formerly Alliance claims 
manager, becomes claims department 
manager, 


Others in New Lineup 


Thos, H. Galbraith, secretary and as- 
sociate actuary; Joe Brice, reinsurance 
secretary, and J. J. Killmar, associate 
manager of the claims department, all 
of Republic National, continue in these 
positions in the new ‘lineup. 

Twenty-seven former Alliance em- 
ployes have taken managerial and cler- 
ical positions with Republic National. 

For the present, B. T. Kamins and 
Bert Molohan will remain in the Chi- 
cago office to be closer to the agencies 
of the former Alliance Life, but Mr. 
Kamins will move to Dallas around 
Jan. 1, 1950. 

Also located in Chicago will be Her- 
bert Callaway, in charge of Republic 
National’s regional group. office. Miss 
Lucille Peters will serve in Chicago as 
secretary to Mr. Kamins, and Frieda 
Peters as cashier of the Chicago office. 

All members of the Alliance agency 
organization are continuing with Re- 
public National Life, and form a natural 
addition to cover the states in which 
Alliance has operated and in which Re- 
public National Life will now operate. 
The combined total of new business is- 
sued by both companies in 1948 was 
$56,882,156. 


Roberts to Nat'l Old Line 
as Agency Vice-President 


National Old Line of Little Rock has 
appointed E. H. Roberts vice-president 
in charge of agencies. He is a graduate 
of University of Tennessee. After leav- 
ing college, he joined the St. Louis-San 


Francisco Railroad in 1923. In 1929 
he entered life insurance with West 
Coast Life in western Texas. In 1936 
he was made the west Texas manager 
and in 1942 became the Texas agency 
supervisor of Protective Life of Ala- 
bama. In 1946, he became district man- 
ager of the southwestern division of 
Central Life of Illinois, with headquar- 
ters in Dallas. 


Southland Names 
Five to New Posts 


Southland Life has made several pro- 
motions and appointments as a result 
of its purchase of 
Reserve Loan Life. 

Kenneth B, Skin- 


ner, who has been 
assistant to the 
vice-president and 


agency director of 
Southland Life, 
has been named 
assistant agency 
director. He is 
president of Dallas 


_ Selby M. Rawl- 
ings, vice-president 
and agency direc- 
tor of Reserve 
Loan, has been named assistant agency 
director of Southland. 

. B. Hume, vice-president and secre- 
tary of Reserve Loan has been named 
assistant secretary of Southland. 

Robert B. Caplinger, vice-president 
and chief underwriter of Reserve Loan 
has been named associate chief under- 





K. B. Skinner 





S. M. Rawlings +. B. Hume | 


writer of Southland. He is a former | 
president of the Institute of Home 
Office Underwriters. 

Fitzhugh Lee, agency supervisor of 
Reserve Loan, has been named to simi- | 
lar position with Southland. 

Although the physical combination of | 
the two companies will not take place | 





R. B. Caplinger Fitzhugh Lee 


until the latter part of this year, con- | 
siderable progress has been made in| 
combining the agency organization. | 
Southland Life is in the process of 
obtaining necessary details so that it 
may operate after the combination in 
states other than Texas in which Re- 
serve Loan Life now has active agen- | 
cies. | 


Head Chief Actuary 


Glenn Head has been named chief | 
actuary of Iowa Life, Iowa Farm 
Mutual and Iowa Mutual Hail, affiliated 
with the Iowa Farm Bureau Federation. 
Mr. Head, who is also assistant secre- 
tary of Iowa Life, has served as assist- 


ant actuary of the companies since 1947. 
He is a graduate of the University of 
Illinois. 

Kenneth Wood has been named chief 
accountant of Iowa Life. He has been 
an auditor for Farm Bureau Federation 
for six months. 


Blackmore Acting 
Sec’y of National, Vt. 


MONTPELIER—Andrew J. Black- 
more, assistant secretary of National 
Life of Vermont since 1946, has been 
named acting secretary, pending action 
by the directors in October. Herbert R. 
Pierce, secretary since 1936, died re- 


‘cently. 


Mr. Blackmore joined National Life 
in 1921, and prior to 1946 served as as- 
sistant a actuary for nine years. He is an 
associate in the Society of Actuaries. 

He graduated from high school in 
Montpelier at the time H. H. Jackson, 
now vice-president of National, was 
principal. A graduate of Wesleyan 
University, he is a naval veteran of the 
first world war. Later he taught mathe- 
matics in New London, Conn., high 
school, having previously taught all 
subjects for three grades in the Barre, 
Vt., town schools. For many years he 


has been on the Montpelier school 


board. 


N. J. Weidner to 
Reliance Home Office 


Norbert J. Weidner, with Reliance 
Life since 1945, has been appointed as- 
sistant in the training section of the 
agency department. He is a graduate of 
Duquesne University and of life insur- 
ance course at Penn State. He will con- 
tinue personal production in addition to 
his new duties. 


Trusler Heads Canada L.&A. 


Canada L. & A. has named C. Dud- 
ley Trusler president, succeeding C. H. 
Godfrey, who has retired because of ill 
health. Mr. Trusler formerly was vice- 
president. 


Medical Men Promoted 


Russell W. Zinkann, who has been 





assistant medical director of Mutual 
Life of Canada, has been promoted to 
associate medical director. John G. 


Ross becomes assistant medical director. 


Sibley to Pacific Mutual 


Fred S. Sibley, formerly assistant su- 
pervisor of agency field service for Tray- 
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ESERVE LOAN LIFE POLICIES HAVE IT, T00! 


When you sell Reserve Loan Life, you sell complete 
confidence as well as complete coverage. Because 
Reserve Loan offers the best in complete personal 
protection . . the best in all popular and proven life 
plans — the best in full coverage accident, health 


and hospital policies. 


Yes, whatever the specific need, whether it is for 
individual, family or group, Reserve Loan has a 
plan to fit the purpose, with above-the-average 
advantages that sell. 


And, with Reserve Loan, you have broader oppor- 


tunities, wider scope for selling 


, bigger earnings 


from top commissions. You have flexible selling 
plans that close more prospects, plus close home 
office cooperation and assistance. 


RESERVE LOAN LIFE 
Insurance Company of Texas 


A REGISTERED POLICY COMPANY 
DALLAS, TEXAS 
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elers, has been made administrative as- 
sistant in Pacific Mutual Life’s agency 
department. He will work with the 
sales training and sales promotion divi- 
sions in the development and expansion 
of training and promotional projects. 
Mr. Sibley is a graduate of Dartmouth 
and is a navy veteran. 


Washington Nat’] Makes 
Maher Agency Supervisor 


Washington National has promoted 
I. A. Maher to agency supervisor in 
charge of the western division of the 
general agency department. After his 
graduation in 1926 from St. Thomas 
College in St. Paul, he entered the in- 
surance business and became an out- 
standing personal producer. Since 1941 
he has served as an assistant agency su- 
pervisor, 

The western division is a newly cre- 
ated division and will embrace all states 
west of Nebraska. 





Jack Cronin has been appointed agen- 
cy secretary of National Life of Canada. 
D. A. B. Smiley has been named agency 
office supervisor, 

J. B. Silvester has been appointed 
assistant secretary of Imperial Life of 
Canada. 

Thomas W. Warren has been ap- 
pointed superintendent of agents by 
Fidelity Life of Canada. He relinquishes 
his position as branch manager for 
Southern in Saskatchewan. 

William A. House, Sr., has been ap- 
7? agency secretary of Dunbar 

ife. 

Cecil W. Howe has been named man- 
aging director of Western Life of Ham- 
ilton, Ont. He has been on the board 
for Many years. 

John R. Colvin has been promoted to 
assistant manager of the investment 
department by Mutual Life of Canada. 

H. W. Dadson has been appointed 
comptroller of Monarch Life of Canada. 








To Discuss New New York 
Law at Bureau Meeting 


A discussion of the problems of in- 
surers in writing coverage under the 
New York non-occupational disability 
law, effective July 1, 1950, will be a fea- 
ture of the annual meeting of Bureau 
of A. & H. Underwriters at Highland 
Park, Ill., Oct. 10-12. The discussion, 
the afternoon of the first day, will in- 
clude policy requirements, methods 
which may be used to write statutory 
and extra-statutory coverage, and pro- 
cedures which must be developed by 
insurers in doing this type of business. 
P. J. Burns, Eagle-Globe-Royal Indem- 
nity, will lead the discussion. 

T. Y. Beams, vice-president of Eagle- 
Globe-Royal, will give an address at 
the opening session on the problems of 
insurers providing coverage under the 
disability benefits law. 

H. L. Graham, Manufacturers Cas- 
ualty, will discuss increasing production 
ot A. & H. coverage. 





LIFE AGENCY CHANGES 





A. W. Schmidt Heads 
N. E. Mutual Agency 


New England Mutual Life has estab- 
lished a second agency in Philadelphia, 
with Arthur W. 
Schmidt as man- 
ager, effective Sept. 
1, The agency will 
be in the Lincoln- 
Liberty Bldg. at 
Broad and Chest- 
nut streets. 

Mr. Schmidt, a 
Cc. L. U., goes to 
Philadelphia from 
the home office, 
where he has 
served as field su- 
pervisor for two 
years. He made a 
substantial contri- 
bution to the success of the company’s 
training courses for new agents and 
agency builders. 

Following his graduation from Prince- 
ton University he entered the life in- 
surance business in New York City. 
He had several years of successful field 
experience before going into the navy. 

He is a son of H. Arthur Schmidt, 
general agent of New England Mutual 
in New York City. 


Miller Franklin’s 


Regional Manager 


Fred H. Miller, formerly manager of 
Union Central’s office at Grand Rapids, 
has been named 
regional sales di- 
rector of Minne- 
apolis for Franklin 
Life. He will es- 
tablish offices there 
as well as general 
agencies in all im- 
portant cities in 
the state. 

Last year Mr. 
Miller won the 
Jerome Clark 
award for agency 
development. His 
entire organization 
was developed in 
the three years following his appoint- 
ment as manager at Grand Rapids. He 
entered life insurance with Penn Mu- 
tual, later becoming associate manager 
at Minneapolis for Union Central. 


New York Life Opens 
Suburban Agency 


New York Life has opened a Fresh 
Meadows branch with A. M. Christen- 
sen as manager. Mr. Christensen for- 
merly was manager at Jamaica. John T. 
O’Connell, cashier, and other personnel 
at Jamaica were transferred to Fresh 


A. W. Schmidt 


Fred H. Miller 








An Emblem 





Inquiries, regarding agency 
Lutherans. 








Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 


of Distinction 





openings, are invited from 








Meadows, which is in the Long Island 
suburban area. 


Clark W. & S. Manager 


Floyd R. Clark has been appointed 
manager of Western & Southern Life’s 
New Albany, Ind., district. Mr. Clark 
was at Indianapolis and has been with 
the company since 1937. 


Otter Named Supervisor 


William R. Otter has been appointed 
supervisor in the Joshua B. Glasser 
agency of Continental Assurance in 
Chicago. He is a son of William Otter, 
vice-president of Marsh & McLennan. 

Mr. Otter graduated from Univer- 











“The Case for Insured Pension 
Plans,” by A. J. Ostheimer, III, North- 
west Mutual, Philadelphia, originally 


presented at the 1948 Million Dollar 
Round Table, has been issued in book- 
let form by “United States Review” 
and is now in its second printing. It is 
designed for distribution among execu- 
tives, members of pension committees, 
stockholders, directors, attorneys, ac- 
countants and others interested in pen- 
sion plans. 





sity of Illinois in 1939. He became an 
agent in Chicago for Equitable Society 
which connection he held up to his 
recent appointment. He spent four, years 
in the army including 114 years over- 
seas. He completed the Equitable train- 
ing course and last year completed 
his C.L.U. examinations. 





Berkhimer, Thorpe Promoted 


Prudential has appointed Paul R. 
Berkhimer assistant manager at Glen- 
dale, Cal., and George Thorpe assistant 
manager at Eugene, Ore. } 

Mr. Berkhimer joined Prudential at 
Denver in 1939. He transferred to Los 
Angeles in 1944 and went to Glendale 
in 1945. ‘ ; 

A graduate of University of Oregon, 
Mr. Thorpe joined Prudential in 1947. 
He served in the army air corps during 
the war. 





Edward A. Lawson has been_trans- 
ferred to Cleveland by Dunbar Life to 
give special assistance in the home ot- 
fice production program. He had been 
Toledo manager. Berry J. Thompson, 
formerly Cincinnati manager, has been 
transferred to Toledo as manager. The 
Cleveland district has been divided into 
two districts, one managed, by John E. 
Leath and the other by Wilfred Wright. 
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COMPANIES 


Prudential Lends $7!/, Million 
on Chicago Building 


has made a $7% million 
mortgage loan to Madison-State-Dear- 
born Building Corp. on the 17-story 
former Boston Store building at State 
and Madison streets, Chicago. 

This loan, one of the top 
real estate deals in recent years, 
20 years at 414% interest. 

Funds will be disbursed in two sec- 
tions, $4,675,000 now and the remain- 
ing $2,825,000 on conversion of the 
structure into a retail, commercial, office 
and mart building. 

Part of the loan will be used to re- 
tire a $3% million mortgage originally 
made by Penn Mutual. 


Mutual Cashiers School 


A series of training schools for agency 
cashiers will begin in the fall at the 
home office of Mutual Life. 

The two-week course will include a 
full schedule of classroom instruction 
and departmental visits. Home _ office 
functions and methods will be explained 
in detail antl cashiers will observe op- 





Prudential 


C hicago 
is for 





erations at first hand, The schools will 
be under the general supervision of L. T. 





Noel, administrative assistant in the 

agencies department. 

Midwestern United Does 

$10 Million in First Year 
Midwestern United ‘Life of Fort 

Wayne completed its first year with 


$10,606,151 of paid business, substantially 
exceeding the $10 million goal that had 
been set. The company accomplished 
this production without affiliation with 
any other organization. 





Shenandoah Open House 


ROANOKE-—Shenandoah Life held 
a three-day open house at its new home 


office building. Paul C. Buford, presi- 
dent, and other officials greeted the 
visitors. 


More than 500 company officials, em- 
ployes, and their families viewed the 
building the first day. The general public 
was shown through the building the last 
two days, with employes acting as 
guides. 

Visitors were greatly impressed with 
the building’s beauty and utility. 





George Washington Life has made sub- 
stantial gains in insurance in force and 
has doubled the written and paid volume 





JOHN T. BERNERT 
Pittsburgh, Penna. 


ROBERT R. BURTNER 
Harrisburg, Penna. 


FRED M. COLWELL 
Wichita, Kansas 


E. F. GOODRICH 


Topeka, Kansas 


DONALD E. ISAACSON 
Red Oak, lowa 


J. E. KNOFLICEK 
Nebraska City, Nebr. 


CARL LUTZ 
Fairbury, Nebr. 


WILLIAM H. McCAIG 
Topeka, Kansas 


W. L. MOSGROVE 
Genoa, Nebraska 





We Salute. 


To these nineteen members of our field organi- 
zation who have been awarded the distinction of 
receiving the 1949 National Quality Award, we 
extend our sincere congratulations. 





EDGAR P. NISPEL 
Fairbury, Nebraska 


GORDON G. NORVELL 


Spencer, lowa 


JAY OVERHOLSER 
Chicago, Ill. 


REES L. RICHARDS 
Norfolk, Nebr. 


JOHN F. SMITH 
Omaha, Nebr. 


RUSSELL E. SNYGG 
Grand Island, Nebr. 


JOHN S. SPENCER 
Topeka, Kansas 


CHARLES M. STEWART 
Grand Island, Nebr. 


FORTUNE A. SULLO 
Jackson, Michigan 


ANTHONY WESTRATE 
Chicago, Illinois 
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over last year under the leadership of 
Emry C. Green, who has completed’ his 
first year as president of the company. 


Bankers National Hour Shift 


The home office of Bankers National 
Life for the rest of August and through 
September will open at 8 a.m. and close 
at 4 p.m. instead of the previous sched- 
ule of 9 to 5. The change resulted from 
a suggestion made through the Home 
Office Employes’ Assn. and later 
through a poll of the employes, who 
voted overwhelmingly for the change. 








Dunbar Life’s premium income for 
the first six months in 1949 was $187,- 
680, up $16,370. Insurance in force in- 
creased from $6,467,191 to $7,267,378. 
Assets increased from $461,230 to $603,- 


~~ POLICIES 


Prudential Reduces Term 
Rates, Sets $5,000 Minimum 


Prudential has brought out lower 
premium rates for 5, 10 and 15 year 
term policies and has established a $5,000 
minimum amount of insurance which 
may be issued on any of these plans. 
The earliest insuring age on the 5-year 














plan is now 17, the same as for other 
term policies. ; 
The new annual premiums, with 
waiver disability benefit included at ages 
under 60, are: 
5 Yr 15 Yr 
Age Term Term 
Be «ss+0 Ken eean $ 6.96 § $ 7.49 
| oe ore 7.22 8 7.63 
PO ase va sande 7.45 7.66 7.19 
tench ae eare 7.60 7.40 7.90 
ert 2 (oy bs 7.89 8.02 
BO: ow liouatenie eae 7.88 8.00 8.15 
ee 7.99 8.10 8.27 
| A eee ee 8.08 8.19 8.40 
eS ae 8.18 8.29 8.55 
Fr 8.26 8.38 8.71 
i viphwrs awake 8.35 8.52 8.91 
Sirs i seen 8.41 8.63 9.11 
eee 8.52 8.80 9.37 
TS pains ee 8.61 8.97 9.64 
ee 8.74 9.20 9.97 
ee ere 8.91 9.46 10.33 
A errs 9.11 9.76 10.78 
1 RS APES ene 9.34 10.09 11.24 
 turetieres see 9.62 10.49 11.78 
See 9.94 10.94 12.37 
ae Pee 10.31 11.45 13.04 
| SRE Aaa 10.72 11.99 13.76 
ern 11.18 12.63 14.60 
on a Rae te poate 11.71 13.32 15.49 
OF sesvsemetawe 12.32 14.10 16.49 
fae ene eas 12.98 14.96 17.60 
Se <xoeee teakns 13.72 15.92 18.80 
Te ee 14.53 16.96 20.12 
Ae SOR ay Serato 15.45 18.12 21.57 
BG” laid cntetcien are 16.46 19.38 22.97 
See er ee 17.56 20.79 24.52 
a ee 18.78 22.32 26.19 
Me. sc cciare tare ces 20.12 24.00 28.04 
BO: .siv 5:93 015 se ae 25.82 30.01 
| Are 27.56 ee 
errr 29.44 
2 ele Sieh eed 26.92 31.49 
| eee 29.02 33.69 
El xGave eS bia ae 31.35 36.08 
BO ovccesces 04 Oe veo 
+ Porro 
Dit Tas \ae aweis Sereks 37.52 
BD £0060 sce s ce ee 
Rena 42.39 





Ups Advance Premium Limit 


Equitable of Iowa has increased the 
maximum amount accepted in payment 
of advance premiums from $25,000 to 
$50,000 on any one life. This includes 
any amount previously paid but not yet 
applied. Only $25,000 of this amount 
can be applied on policies numbered 
under 740,000. No more than 20 annual 
premiums, at a 2% discount, will be 
accepted. 


Revises Term Plan 


Pacific Mutual has revised its non- 
participating income security decreasing 
term policy to provide $10 monthly 
for the balance of the term period 
under 15, 20, 25, 30, 35, 40 and 45-year 
plans with premiums payable for 12 
years on the 15-year plan, and for five 
years less than the term on the other 
plans. It will be issued with or without 
the waiver clause and will call for a 
minimum annual premium of $50 and 
a maximum monthly benefit of $400. 

Premium range for the 15-year plan 
runs from $6.41 a thousand at age 20 





to $29 at age 55. The range for the 30- 
year plan is $8.90 at age 20 to $25.26 


at age 40. The conversion privilege 
without a medical examination is pro- 
vided. 





Dunbar Life has introduced endow- 
ments maturing at ages 18, 19, 20 and 
21 to provide for a child’s higher educa- 
tion, They may be applied for on the 
lives of children from birth to age 6 
nearest birthday, but the maturity of 
the policy cannot be less than 15 years 
after issue. Amounts of endowment 
may be for $500 up to $5,000. Death 
benefits are graded to age 5. 


ACCIDENT 


Court Ruling Reverses 
Accidental Means Decision 


A lower court’s judgment in favor 
of a Mutual Benefit H. & A. policy- 
holder was reversed by the Washington 
supreme court. 

The assured died of pulmonary throm- 
bosis following a successful operation. 
The lower court considered that the 
surgeon, by failure to give the Holman 
test to determine whether or not a 
thrombus exists had committed an omis- 
sion which was equivalent to an acci- 
dent. The higher court found that the 
fault, if any, was that the operating 
surgeon did not know that there was a 
method by which the existence of a 
thrombus might be determined. 

The supreme court stated that where 
there is no mishap, no unexpected or 
unforeseen happening in connection with 
an operation, and the doctor does ex- 
actly what he intended to do and omits 
nothing that he intended to do, his acts, 
omissions, or ignorance do not consti- 
tute accidental means. 


Watkins Transferred to 
Central Florida Field 


C. Leslie Watkins, for three years 
general agent of the intermediate A. & 
H. division of Continental Casualty 
for southern Florida with main office at 
West Palm Beach, has been promoted 
and transferred to central Florida, and 


SPECIAL AGENTS WANTED 


to handle RETROPLAN CONTRACTS. Out- 
standing, time-tested plans for bank, fi- 
nance and loan Auto Physical Damage: 
Credit Life; Accident and Health Insur- 

















ance. Representatives now earn upwards of 
$10,000 per year on commission basis. If 


you can qualify by financing yourself or as 
additional representation, write to: 


KIRK A. LANDON and ASSOCIATES 
Landon Building — Miami 32, Florida 


United States Agents for two leading Credit 
Life and four Automobile Insurance Companies 
with facilities in’ every state. 
Finance 
Organization in the United States. 


Insurance 











“Never stayed there myself, but every 
traveler coming from Baltimore has 
something nice to say about The Lord 
Baltimore Hotel.” 
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is opening his main office at Orlando, 
with other offices at Daytona Beach 
and Cocoa. . 

Mr. Watkins served as first vice- 
president, of Florida Assn. of A. & H. 
Underwriters and rather recently was 
elected president of the Palm Beach 
County Assn. ; 

A local association is being formed at 
Orlando and will be host to the state 
convention which will be held in that 
city sometime in October. Mr, Watkins 
has been active in association work 
for several years, and will assist in 
forming the Orlando organization. 





Builds to House Agencies 


Indianapolis Life has started construc- 
tion of a $75,000 building at its home 
office to provide office space for its 
agencies now in the Consolidated build- 
ing. The new one-story building, ap- 
proximately 40 by 100 feet, will be 








completed about Nov. 1. 


Reorganize Indiana Assn. 


Indianapolis A. & H. Club has reor- 
ganized and changed its name to In- 
diana Assn. of A. & H. Underwriters. 
It plans to establish local groups in all 
the leading Indiana cities. New officers 
are: President, Charles Ray, Hoosier 





Casualty; vice-president, Harry Guion, 
secretary, 


Business Men’s Assurance; 
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—_" 
THANK YOU, MR. 


BOOK REVIEWER OF LIFE 
ASSOCIATION NEWS. 


Did you read in your July issue 
of Life Association News what 
their book reviewer said about 
the R&R Ready Reference 
Pocket Manual? _ We regret 
that space limitations prevent 
our quoting his full review be- 
cause he told the story of this 
manual in words of matchless 
power... 

“| . Even the most casual 
reader will quickly learn that its 
pages contain some of the most 
dynamic and compelling life in- 
surance sales facts and data that 
ever helped put the clincher on 
a sale. . . This is one book 
P| that can be read many times 
with great profit and its con- 
tents are of a nature that will 
serve as a continual source for 
inspiring sales ideas—and dou- 
bly effective as a quick daily 
mental hypo . . . It is altogether 
regrettable that with the inces- 
sant publication of books that 
offer only a soporific flow of 
warmed-over sales ideas, a vest- 
pocket book such as R & R’s 
Manual is often overlooked in 
favor of those of a bulkier ap- 
pearance.” 

IN USE DAILY BY THOU. 
SANDS OF LIFE UNDER. 
WRITERS. ORDER YOUR 
COPY TODAY. PRICE, $3.10 
POSTPAID. 


PAUL SPEICHER 
Managing Editor 


., THE INSURANCE 












RESEARCH & REVIEW SERVICE 


\ INDIANAPOLIS 
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Wendell C. Taylor, Taylor Publishing 
Co.; executive committee chairman, 
Paul Williams, World. 











SALES MEETS — 


Mutual Life Club 
Meets Open Aug. 22 


Mutual Life will begin Aug. 22 its 
annual series of agents’ conventions. 
More than 550 agents will participate 
in five meetings in August and Septem- 
ber. 

The Top Club will hold its conference 
Aug. 22-24 at White Sulphur Springs. 
Henry Blumberg, Chicago attorney, 
and A. Gordon Nairn, executive vice- 
president of the Life Underwriters Assn. 
of Canada, will be guest speakers. 

The southern division of the National 








Field Club will meet at Washington 
Aug. 26-27; the eastern and metro- 
politan New York divisions at Cleve- 


land, Aug. 30-31; the central 
at Chicago, Sept. 8-9; and the 
divisions at Sun Valley, Sept. 28-29. 

The Top Club meeting will include 
the naming of the “Field Underwriter 
of the Year” and the designation of 
the president and divisional vice-presi- 
dents of the National Field Club. 

“Blueprint for Building Production” 
will be the theme of the meetings. 


division 
western 


Provident Mutual Virginia 
Regional Set for Aug. 23-26 


Provident Mutual Life will hold its 
third 1949 regional convention at Old 
Point Comfort, Va., Aug. 23-26. The 
welcome address will be given by James 
H. Cowles, agency vice-president. 

Talks will be made by Jack Wardlaw, 
Raleigh; Thomas F. Irwin and Robert 
H. Crowell, Philadelphia; John W. 
Carnahan, New Castle; Garnett Y. 
Clark, Annapolis; and Lester W. Taylor, 
New Brunswick. Taking part in seminars 
will be Charles D. Rhodes, Bluefield, 
W. Va.; Robert H. Youngman, Jr., 
Pittsburgh; W. Barton Baldwin, Nor- 
folk; Raymond L. Yantz, Trenton: 
Leonard H. Morgan, York; and Chester 
H. Ross, Wilmington. 

Home office speakers will be C. Sum- 
ner Davis, director of agency depart- 
ment administration; E. Roy Hofmann, 
associate manager of agencies; Joe B. 
Long, manager of agencies; Nelson A. 
White, director of education and train- 
ing; and Leon A. Hamilton, counsel. 





Western & Southern Life will hold 
its leaders’ convention June 8-10, 1950, 
at Asheville, N. C. 


ASSOCIATIONS 


Life Insurance Leaders Club of In- 


diana has appointed Robert L. Punsky, 
Fort Wayne, as chairman for the meet- 














ing to be held April 21-22, 1950, at 
Turkey Run State Park. 
Miami—J. Rodney Haney, assistant 


manager of Prudential at Miami talked 
on “The Ones That Got Away.” 

San Francisco—To promote use of the 
new motion picture prepared by Insti- 
tute of Life Insurance, “For Some Must 
Watch,” and to familiarize members with 
the story, a special meeting was held 
Aug. 18, arranged by William L. Hardy, 
West Coast Life, new president. 





Austin, Tex. Otto Zoeller, Great 
Southern Life, San Antonio, spoke on 
“Enthusiasm.” Mr. Zoeller referred to 


the starvation wages he received while 
serving as a high school band leader be- 
fore entering life insurance. He said 
the training for the life salesman should 
be as thorough and as exact in character 
as that required for the musician, de- 
veloping in him the knowledge leading 
to skill and enthusiasm that is essen- 
tial for success. 

San Antonio—The association was en- 
tertained by youthful stars from Mexi- 
ean Christian Institute, Protestant Or- 
phan Home, and Guadalupe Community 
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NOW 


INCOME AGAINST 
OLD AGE and ILLNESS 


* * * 
Pan American Life Insurance Company 


offers a Career Contract for Career Men 
embracing a Pension for Retirement with 
Disability Provisions and Death Benefits 
....0On A Non-Contributory Basis... . 


Plus ~— 


1. UNEXCELLED SERVICE 
2. COMPETITIVE MERCHANDISE 
3. FLEXIBLE UNDERWRITING 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE CO. 


New Orleans U.S.A. 
CRAWFORD H. ELLIS, President 


EDWARD G. SIMMONS KENNETH D. HAMER 
Executive Vice-President Vice-President & Agency Director 

















There’s a definite connection... With this picture of 
protection...And the man who seeks a plan...To protect 
his entire clan...To safeguard your little brood...and assure 

their livelihood... Just call the B.M.A. 
man...About the Family Security Plan. 


THE HOME OF COMPLETE PROTECTION 


B. M.A. BUILDING 
KANSAS CITY, MO. 
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state’s non- 


18 FeNATIONAL UNDERWRITER August 19, 
Center. B. T. Matteson, State Mutual National headquarters moves to a committee, was the co-author of the 
ey ee Ce inne et : different city each year, being awarded Mailler-Condon bill, the 

would sell more life g to the city with the highest number of occupational disability benefits statute. 


observing the work of these institutions, 
which serve the children of those whose 
life insurance programs were inade- 
quate. 
Jackson, Mich.—‘Ordinaries” won over x 
the “Combinations” in a ball game which 4 
featured the summer outing. eTheir were Cashiers Trophy 
other sports events. Robert Burns, new : 
president, was welcomed. The Life Agency Cashiers Assn. of 
e === Fort Worth placed first in trophy points 
R. O. Cave has been appointed agency and automatically becomes this year’s 
manager of New York Life at Victoria, national headquarters and convention 
B.C. city of the national organization. 





Fort Worth Wins 











A philosophy 
that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 
operations. 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of fiéld tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 
parent annually. 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 


holders. 
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Founded in 1867 in Des Moines 
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INSURANCE COMPANY 


Richmond, Virginia 
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” 6d Progressive 


Agency Minded Company 











trophy points. No association can have 
the national headquarters more than 
once in any five-year period. 

National officers, who will be in- 
stalled at the October convention, are 
all members of the Fort Worth Assn. 
They are Charles T. Bell, Jefferson 
Standard Life, president; Kathryn Max- 
well, Bankers Life of Iowa, vice-presi- 
dent; Yvonne Biles, Prudental, sec- 
retary; Norma Wheeler, Prudential 
assistant-secretary; and Miss Marie 
Thompson, Metropolitan, treasurer. | 

Mrs. Loree Lipscomb, State Life of 
Indiana; Mrs. Jean Champlin, John 
Hancock, Nora Anderson, John Han- 
cock; Margaret Koenig, Farmers and 
Bankers Life; and Carmen A. Gallia, 
Manhatttan Life, who is retiring na- 
tional president from San _ Francisco, 
were named directors. 


Cedar Rapids Managers Elect 


The Cedar Rapids General Agents & 
Managers Assn. has elected Wyatt E. 
Maupin, Business Men’s_ Assurance, 
president; Kenneth P. Quinn, Occiden- 
tal, vice-president; Robert Threlkeld, 
Sr., American Mutual, secretary. 

The new officers have arranged a pro- 
gram of nine meetings for the coming 
year. 





. J. Jamieson, Metropolitan Life, is 
the. first president of a recently formed 


branch managers life insurance group 
embracing Kitchener and Waterloo, 
Ont. Vice-president is Arthur Sprack- 


London Life. 


lin, 


Fall Insurance Course Will 
Be Given by Indiana U. 


J. Edward Hedges, 
surance at Indiana U niversity, together 
with R. W. Osler, Rough Notes Co. 
and Alden Palmer of R. & R., is plan- 
ning a program entitled “Life Insurance 
Sales Works hop” to be held at the 
university Oct. 3-6. 

Needs, policies and policy provisions, 
and programming are the three general 
headings of the program, which is to be 


professor of in- 


in the nature of a laboratory course. 
Each division will be introduced by a 
prominent speaker. Attendance will be 


limited to experienced producers, who 
will come from the entire midwest 
district. 

53 Make Leaders Club 

of Illinois Bankers Life 





Illinois Bankers Life has 53 in its 
1949 Leaders Club. Each member re- 
ceived $75 in U. S. savings bonds. A 


total of $4,300 in bonds has been awarded 
to club members, who are being pre- 
sented suitable plaques. 

. L. Kowins, Baltimore, won the 
presidency and $175 in bonds, for writ- 
ing the most combined life and com- 
mercial A. & H. premiums during the 
club year. 

Each vice-president received $150 in 
bonds. Andrew Strok, Cleveland, won 
the vice-presidency in life, having writ- 
ten the largest number of applications 
on which policies were issued and paid. 

For the fifth time, J. L. Norton, Jr., 
Galesburg, was awarded the vice-presi- 
dency of the commercial A. H. 
division. J. K. Stern, 
vice-presidency of 
\. & H. division. 


Cleveland, won the 
the intermediate 





Bleakley to Be Counsel 


NEW YORK—Paul Bleakley, Yon- 
kers attorney, will be appointed counsel 
to the New York state legislative com- 
mittee on insurance rates and regulation 
at its next session, it is melas erg 
Mr. Bleakley will succeed Gilbert Ped- 
ersen, who was counsel danas the 
tenure as committee head of Senator 
Walter J. Mahoney, Buffalo. Mr. Ma- 
honey is stepping up to head the finance 
committee. Senator William F. Condon, 
who became chairman of the insurance 





Holds Dating Back Doesn't 
Affect Suicide Clause 


The appellate division of the New 
York supreme court has ruled, in 
affirming an order denying summary 
judgment in favor of the beneficiaries 
of a Mutual Benefit Life policyholder, 
that suicide and incontestability clauses 
are governed by the issuance date of 
the policy rather than by the commence- 
ment of the policy year. 

On Jan. 18, 1947, a policy application 
was made which contained a provision, 
“make first policy year commence July 
20, 1946, age 45.” The policy was exe- 
cuted on Jan, 20, 1947. Death by alleged 
suicide occurred on Nov. 23, 1947. 

The court then made its ‘finding that 
the issuance date of the policy and not 
the commencement of the policy year 
is the basis for figuring the time period 
in the suicide clause. 


Garfunkel Clarifies Point 


Jack D. Garfunkel of the Solomon 
Huber agency of Mutual Benefit Life 
in New York City has written in to 
clarify a statement which he made in a 
letter of his that was published in Tue 
NATIONAL UNDERWRITER for Aug. 12. His 
original letter was one of two communi- 
cations received by THE NATIONAL 
UNDERWRITER taking issue with an edi- 
torial in the July 22 issue commenting 
on the talk made by Simon D. W eiss- 
man, agent of Equitable Society in 
Boston and a trustee of the National 
Assn. of Life Underwriters, before the 
New Haven association. 

Mr. Garfunkel’s follow-up letter 
states: 

“T stated that eight men in our or- 
ganization wrote to Mr. Weissman 
supporting his position which may give 
rise to the impression that I and my 
fellow associates suffer from the many 
wrongs stated by Sy in his talk. That 
is not the circumstance due to the un- 
usual character of management as 
interpreted by Solomon Huber, and our 
association with a fine company. 

“However, through wide association 
and exchange of thought with other men 
in the field we are cognizant of the fact 
that poor management, insufficient train- 
ing, part-time agents and _ inadequate 
methods of compensation directly and 
indirectly affect all field men.’ 


Throws Out Deceit Charge 


The Illinois appellate court has affirmed 
a lower court decision against Metro- 
politan Life. The company had denied 
liability on a $3,000 policy because the 
assured did not note on the application 
that he had a heart disease. 

Contending that the assured used de- 
ceit in obtaining the policy, the company 
pointed out that upon his separation 
trom the armed service the assured was 
informed fully of his heart condition. 

The court based its affirmation on the 
fact that the assured had been induced 
by a company agent to drop his $10,000 
National Service life policy and, because 
of this action, could not have intended 
obtaining the lesser policy with deceitful 
intentions, 








Mutual's July Leaders 


Los Angeles led Mutual Life agencies 
in volume for July. Grand Rapids led 
in policies. Leland T. W aggoner’s Bos- 
ton agency was second in volume and 
Oakland was _ third. 

Oklahoma City agency was second in 
policies sold, and Scranton was third. 

Jacob W. —— Boston, led personal 





producers in July. William J. Brown, 
Miami, ny poser] 

Leader in number of paid applications 
was Mrs. Eunice Bush, New Or- 
leans. Second was T. Justin Myers, 
Scranton. 

E. A. Berry, senior license investiga- 


tor in the Los Angeles office of the 
California department, has resigned to 
enter agency work in Riverside. 


class 
Mar 
tion 
and 
the 
four: 
vete! 
avai 
GI | 
be p 
tion, 
year: 
enro 
M: 
class 
cludi 
cove 
tions 
sural 
and 
¢ trust 
ing | 
optio 
plans 
sale: 
Th 
speak 
subje 
Thes 
|} speci: 
} in th 





Mex 


Th 
a) 16. 
actio! 
Mutu 
doub! 
Th 
ash 
founc 
handl 
of ja 
pains 
f morte 
broke 
blood 
the ¢€ 
cause 
traum 
Th 
no d 
leath 
that i 
that 
accide 
evidet 


Tex 
The 


Assn. 

Austi 
rector 
timer 

Dalla: 
minis! 
aspect! 
Palm, 
cussec 


ct 














XUM 





19, 1949 


"Ss non- 
statute. 


sn‘t 


le New 
led, in 
ummary 
ficiaries 
yholder, 
clauses 
date of 
nmence- 


lication 
‘Ovision, 
ice July 
"aS exe- 
alleged 
‘. 


ing that 
and not 
cy year 
2 period 


nt 


solomon 
fit Life 
1 in to 
ide in a 
in THE 
12. His 
mmuni- 
ATIONAL 
an edi- 
nenting 
Weiss- 
iety in 
National 
ore the 


> letter 


our or- 
eissman 
ay give 
ind’ my 
e many 
c. hat 
the un- 
ent as 
und our 


ciation 
ler men 
the fact 
it train- 
dequate 
‘ly and 


rge 
firmed 
Metro- 
denied 
use the 
lication 


sed de- 
ym pany 
aration 
ed was 
tion. 

on the 
nduced 
$10,000 
yecause 
itended 
eceitful 


gencies 
ids led 
’s Bos- 
ne and 


cond in 
; third. 
ersonal 
Brown, 


ications 
ww Or- 
Myers, 


restiga- 
of the 
ned to 








August 19, 1949 


LIFE INSURANCE EDITION 


19 








Dates Given for Purdue 
Advanced Classes 


The Purdue course will hold advanced 
classes begining Sept. 5, Jan. 2, and 
March 6. Tuition is $100, with an addi- 
tional charge of about $25 for books 
and supplies. Students are housed on 
the campus at a cost of $21 for the 
four-week period. If the student is a 
yeteran and has any educational time 
available, he may enroll under the 
GI bill. His books and tuition will then 
be paid for by the veterans administra- 
tion, An agent should have at least two 
years experience in the field before he 
enrolls for the advanced class. 

Material covered in the advanced 
class includes business insurance, in- 
cluding sole proprietorships, key man 
coverage, partnership, close corpora- 
tions; federal and state taxes, life in- 
surance and the tax problem; principles 
and cases in estate analysis; wills and 
trusts; advanced programming, includ- 
ing case drill and complex settlement 
options; salary savings, profit-sharing 
plans and pensions, group and whole- 
sale: and prestige building. 

There will be at least. two outside 
speakers before the class each week on 
subjects relating to the instruction. 
These men are successful agents who 
specialize in various advanced subjects 
in their selling. 





Presumption of Accidental 
Means Is Held Valid 


The Ohio supreme court has affirmed 


a lower court’s decision favoring an 
action by a beneficiary of a Midland 
Mutual Life policyholder to recover 
double indemnity benefits. 

The assured died after working for 
a short period helping replace the 


foundation of a barn. The work included 
handling heavy stones and the operation 
of jacks. The assured complained of 
pains and a few days later died. A post 
mortem revealed that he suffered several 
broken and fractured vertebrae, and a 
blood clot on the cerebellum, which, 
the examining physician testified, was 
caused by some violent and external 
trauma. 

The court ruled that since there was 
no direct evidence that the assured’s 
leath was accidental and likewise none 
that it was suicide, a presumption exists 
that the means of causing death was 
accidental unless there was substantial 
evidence to the contrary. 





Texas Assn. Meets 


The executive committee of the Texas 
Assn. of Lite Underwriters met in 
Austin and elected J. W. Littrell as di- 
rector of region 11. President L. Mor- 
timer Buckley, New England Mutual, 
Dallas, stated the objectives of his ad- 
ministration and spoke on the service 
aspect of an agent’s work, Barkley 
Palm, Amicable Life, Fort Worth, dis- 
cussed programs for meetings. 


Aviation, War Exclusion 
Held Not Applicable 


New York Life’s motion for summary 
judgment was denied by federal court 
of Pennsylvania in an aviation and war 
exclusion clause case. Cecyl H. Grimes 
et al., were the plaintiffs. 

The assured, attached to the navy in 
a civilian status, was killed in an army 
plane crash. The company contended 
that the assured was a non-paying pas- 
senger, flying a route not regularly 
scheduled, was not flying on a commer- 
cial airline, nor between definitely estab- 
lished airports, and thus refused pay- 
ment because of the aviation and war 
exclusions clauses in the policy. 

The court ruled against the company 
on each of the four contentions and also 
ruled that the assured did not die as an 
immediate result of enemy action. 





Sympathetic Jury Decision 
in Suicide Case Reversed 


The jury’s verdict in a lower court 
decision favored a Mutual Life bene- 
ficiary’s action to recover benefits of a 
$5,000 life insurance policy. This judg- 
ment was reversed by the Arkansas su- 
preme court when it determined that 
the assured committed suicide, a risk 
specifically excluded, since the policy 
was only a month old. 

The beneficiary did not attempt to 
prove that the assured did not commit 
suicide, but merely showed that he had 
obtained a policy and died one month 
later. The company related the as- 
sured’s last actions, which inconclusively 
indicated intentions of suicide. 

The court then concluded that the 
verdict was based upon sympathy for 
the beneficiary rather than upon the evi- 
dence submitted to the jury and ordered 
the judgment reversed. 


The case was Mutual Life vs. Sturdi- 
vant. 
Coffin Sees No Harm 
Resulting from Probe 

LOS ANGELES —Vincent Coffin, 
vice-president of Connecticut Mutual, 


addressed the Life Insurance Managers 
Assn. on public relations. He declared 
that life companies and the business 
have a special problem in respect to 
public relations due to the growth and 
size of the companies. He said that the 
interest in the Congress for an investi- 
gation now is mild and that he did not 
think an adverse result would follow if 
the busines? is investigated. 


Methods Being Criticized 


He also said that the methods of the 
companies are being criticized as well 
as their size. It is the job of life insur- 
ance to do a good training job, for poor 
training of agents throws the business 
open to criticism. It is the job of life 
insurance to anticipate criticism, par- 


ticularly the criticism coming from 
ignorance of life insurance. 

Mr. Coffin spoke of the good work 
being done by the Institute of Life In- 
surance and said that the agent is the 
one who comes first in contact with 
the public. The manager is responsible 
for the agents in respect to public rela- 
tions. It is important to improve this 
work every day. 


Opens Hopkinsville Office 

The T. E. Lipscomb agency of Penn 
Mutual at Louisville has established a 
district office at Hopkinsville, with W. 
Irwin Munday, Jr., as manager. He is 
a graduate of Vanderbilt University and 
has completed a training course. 





Charles G. Dougherty, associate gen- 
eral counsel of Metropolitan Life, 
caught a 432-pound tuna after fighting 
it for 90 minutes while vacationing in 


Nova Scotia recently. A “bigger” one 
got off the hook after a three hour 
struggle, he said. 





Mrs. Margaret T. Gould, wife of Wil- 
liam C. Gould, chief of the mutual and 
fraternal bureau of the New York in- 
surance department, died at Rye, N.Y. 
Mrs. Gould had made several trips with 
Mr. Gould to the meetings of National 
Assn. of Insurance Commissioners and 
was well-known in the business. 





chairman New 
Board, has _ ap- 
benefits advisory 


Miss Mary Donlon, 
York Compensation 
pointed a_ disability 
committee in connection with the law 
which becomes effective next year. 
Among the members are Reinhard A. 
Hohaus, associate actuary Metropolitan 
Life; and Henry D. Sayer, general 
manager New York Compensation In- 
surance Rating Board. 
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JEROME A. HUBER OWNED AND OPERATED A 
DRUG STORE IN VERNON, TEXAS, WHEN HE 
INSURED WITH MUTUAL OF OMAHA IN 1937. 
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McCarran-Celler Probe Seen Dead for this Session 


(CONTINUED FROM PAGE 1) 





trasted with the $25,000 the House judi- 
ciary committee had for the anti-trust 
study. 

This latter study must be “balanced,” 
Celler said, when asked if it was con- 
templated to call other insurance men 
as witnesses. But he did suggest that 
if his committee has a second meeting 
with Leroy Lincoln, president of Met- 
ropolitan Life, he (Celler) might not 
be as “gentlemanly” in treatment of 
the latter as he indicated he had been 
when Mr. Lincoln appeared before the 
judiciary subcommittee recently. 

These comments were made in con- 
nection with release by Celler of a 
“progress report” on his anti-trust 
study, in which he summarized testi- 
mony and suggestions of witnesses. 

Celler pointed out that the joint eco- 


nomic committee of Congress will study 
investment problems and said he hoped 
to work closely with that body, headed 
by Senator O’Mahoney, “so that there 
will be no duplication of our work.” He 
indicated he did not know where the 
dividing line would be between the 
work of the two groups, but would dis- 
cuss it with O’Mahoney. 


TO GIVE PROGNOSIS 








Celler said his committee would issue 
a second progress report in about 10 
days, which will include a “prognosis” 
telling the committee’s plans for the 
future. 

He mentioned that the President had 
directed government officials to co- 
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FULL COMPANY 
COOPERATION 


An energetic publicity plan has 
been prepared fer you. Write for 
the complete stery, so that you, 
too, can share in this splendid 
promotional campaign. 





EVERY PARENT A PROSPECT 


RELIANCE JUVENILE ESTATE BUILDER 


Visualize for a moment, the average parents’ 
keen expectancy, hopes and enthusiastic ambi- 
tion for the future welfare of their children. 
Now. you can offer them a plan whereby all 
their fervent imagination, as to their child's 
future, is secure. 


Ist. 
2nd. PROTECTION EVERY YEAR OF LIFE 
3rd. FUNDS FOR EDUCATION 

4th. AMPLE FINANCIAL BACKGROUND 
5th. FAMILY PROTECTION 


SEND FOR FULL INFORMATION cn 
THIS 


Our agents report this Juvenile Estate Builder 
plan to be the. fastest selling policy they h ive 
to offer. 
thusiastic . . . sales are easily and quickly 
made, and of equal importance, the door is im- 
mediately opened for other types of insurance, 
Contact us at once for representation. 


For full details write 
Norman B. Anderson, Supt. of Agents 


LIFETIME FINANCIAL SECURITY 


BIG SALES OPPORTUNITY 


Parents are highly pleased and en- 
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aids — new agent's contract — new agent's pension plan 


— open up new horizons with an organization that is 
moving ahead in the right direction. 


Inquiries invited 
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ASSOCIATION 


ILLINOTS 


operate with his group and added that 
some 20 departments and agencies are 
doing so through various task groups to 
which different phases of the problem 
have been assigned. Such task groups 
will deal with various exemptions from 
the anti-trust laws, including that ap- 
plying to insurance under public law 15, 
it was stated. Many of these groups are 
composed of government officials whose 
identity Celler refused to divulge. 

By the end of October, Celler hopes 
to have the reports of these various 
groups in hand and digested, so that his 
subcommittee can begin a new series of 
anti-trust hearings in November. 

Bigness in industry will be the sub- 
ject of a separate study by these task 
groups, Celler said. While witnesses be- 
fore his committee and’ some govern- 
ment officials and business men have 
great regard for such bigness, Celler 
said, he does not regard it as a sacred 
cow. “I want to know if a corporation 
gets so very big, like some insurance 
companies, whether the public should 
know about its assets and its invest- 
ments,” he added. 


Cites A. T. & T. 


When a company controls about. $9 
billions, like American Telephone & 
Telegraph Co., Celler said, “we want to 
think whether such a company is a pub- 
lic utility that has assumed responsibili- 
ties to the public. Should that be the 
attitude of Congress toward other com- 
panies which approach Tel, & Tel in 
size?”’—referring to certain insurance 
interests, 

“I think bigness is so important that 
it must be tackled, and all road blocks 
interfering with that goal must be re- 
moved.” 

Interlocking directorates constituted 
another subject upon which Mr. Celler 
dwelt in descussing his progress re- 
port. Referring to a statement he put 
into the record of his committee’s hear- 
ings showing interlocking directorates 
of 17 largest legal reserve life compa- 
nies, Celler said insurance will be one 
of the objects of the study of this phase 
of anti-trust problems. 

“We are going to discover something 
more of the relationships of these com- 
panies with other companies,” he said. 
“We want to find out whether there is 
favoritism, nepotism, or undue influence 
in connection with loans, investments, 
etc.” In the TNEC investigation, he 
said, such factors were disclosed. 


Makes No Charges 


“Monopoly is aided by undue use of 
the interlocking directors practice,” Cel- 
ler declared, but he would not say that 
a director of an insurance company or 
of a bank can not be a director of an- 
other insurance company or bank. How- 
ever, “where one life company director 
is a director of 25 other entities, it is 
proper for Congress to know something 
about that situation and about the oper- 
ation of these companies. [ don’t 
charge anything,” he added. 

Reminded that laws administered by 
the federal trade commission have an 
anti-interlocking directorate provision, 
Celler said that applied where such 
would favor monopoly. Indicating that 
something similar to an interstate com- 
merce act provision requiring ICC ap- 
proval of interlocking directorates of 
railroads may be satisfactory, Celler 
said: “I am groping; I want facts.” 

Asked whether he had in mind life 
company directors being directors of 
other life companies or directors of 
other kinds of companies, Celler said: 
“It may be that some directors of the 
larger life companies are directors of 
small ones. We had horrible examples 
of interlocking directors in Germany and 
Japan. We don’t want to go their way, 
but we are allowing these huge concen- 
trations to develop.” 

Celler said he had found in many 
quarters a disposition “not to rock the 
boat, not to muddy the waters,” but he 





wanted “the small man to have some 
chance for his white alley.” 

Celler said he regarded as specially 
significant the recent testimony of Mr. 
Lincoln that under the insurance regu- 
latory system small companies are as 
sound as big ones. He said taxation and 
labor problems enter into the anti-trust 
picture. He hoped his committee will 
bring up concrete and realistic propos- 
als at the next session of Congress. 

Celler announced that Speaker Ray- 
burn would recognize him Monday to 
call up House bill 2734, with a view to 
passage under suspension of the rules, 
which requires a two-thirds majority 
vote. This bill, recently recommended 
by the House judiciary committee, pro- 
poses to amend section 7 of the Clayton 
anti-trust act so as to permit govern- 
ment action against acquisition of assets 
of one corporation by another corpora- 
tion in similar manner to the acquisition 
of stock. 

This measure, which “would plug a 
big hole in Section 7,’ Celler said, 
would apply to insurance companies as 
well as industrial corporations. If it did 
not muster the two-thirds majority, 
Celler said, he would try to obtain from 
the House rules committee a_ special 
rule providing for its consideration. 


Mentions S.E.U.A. Case 


Discussing proposed study of the op- 
eration of public law 15, Celler said 
this will be carried on “to the extent 
that it is tied up with monopoly.” He 
referred to the Southeastern Underwrit- 
ers Assn. case as indicating monopolis- 
tic practices had existed in the fire in- 
surance industry. 

Without commenting upon Mr. Lin- 
coln’s assertion that the life industry 
had never sought anti-trust exemption, 
although it was said the insurance in- 
dustry generally originally supported 
the Bailey-Walter exemption bill, which 
eventually evolved into public law 15, 
Celler said: 

“It may be that there is no monopoly 
in the life insurance industry because of 
state regulation. This is a very intricate 
subject, the peripherv of which only can 
be touched on in the anti-trust study. 
It should be the subject of a separate 
inquiry.” 

Celler said Morris Ernst will be asked 
to cooperate with the task group study- 
ing the problem of bigness. Mr. Ernst 
testified before the Celler committee to 
the effect that insurance companies 
should be limited in size. 

The progress report says that he, 
Adolph Berle and E. N. Kassalow had 


discussed before the committee the 
growth of life insurance assets, and 
the fact that these funds, which 


originate in small savings, are almost 
inevitably loaned to business only in 
large units.” 

“When Mr. Berle and Mr. Lincoln 
testified from different points of view,” 
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says the report, “as to the methods 
by which the management of a large 
corporation is chosen, and the practical 
difficulties of effective voting by stock- 
holders or policyholders. The subcom- 
mittee also discussed with Mr. Lincoln 
the interlocking directorates involved 
in Metropolitan Life. Mr. Lincoln 
said, ‘There is no secret about it. We 
brag about it,’ and denied the TNEC 
inference that interlocking is used for 
purposes of insurance.” 

The report indicates that a number 
of witnesses objected to mere bigness 
and says that “acts relaxing the anti- 


trust laws were condemned by most 
of the witnesses, though there was 
little testimony to detailed operation 


of the facts.” Several witnesses recom- 
mended that some federal agency be 
charged with responsibility for watching 
the development of concentration and 
either advising or taking action before 
conditions had extended so far as to 
be excessively difficult to correct. 

Mr. Berle suggested that the FTC 
or some other commission “be directed 
to examine any industry in which com- 
petition fails to operate, and impose 
public utility responsibility upon it, 
with the alternative of allowing it to 
split up into enterprises of a size able 
to compete.” 


Fraternal Investment 
Men to Meet Sept. 26 


Fraternal _ Investment Assn. has 
scheduled a meeting for Sept. 26 at 
Washington. All societies have been 
invited to send representatives. De E. 
Bradshaw, Woodmen of the World, 
Omaha, association president, will give 
the opening talk. 

The program will include a corporate 
bond analytical discussion conducted by 
Wm. H. Buehlke, Jr., Aid Assn. for 
Lutherans, and J. M. Fitzsimmons, 
Modern Woodmen. There will also be 
an analysis of public utility bonds con- 
ducted by Howard Lundgren, Wood- 
men of the World, Omaha. 


Group Cover for Macy’s 


Macy’s, New York department store, 
and the union representing its employes 
have agreed to a plan which provides 
hospitalization, surgical and in-hospital 
medical expense insurance for the store’s 
7,000 employes and their dependents. 
Associated Hospital Service and Group 
Health Insurance are the carriers. 

Non-union employes are eligible to 
join the plan on a contributory basis. 
Macy’s also has a sick leave plan which 
gives employes two-thirds of their base 
pay up to a maximum of $40 a week for 
26 weeks after a six-day waiting period. 


Mich. Leaders Honor Forbes 


More than 250 insurance industry ex- 
ecutives, agents, and others honored 
Commissioner Forbes of Michigan Aug. 
17 at a testimonial banquet at the Book 
Cadillac Hotel, Detroit, on his recent 
election as president of National Assn. 
of Insurance Commissioners. 

Mr. Forbes is the fifth Michigan com- 
missioner to head N.A.I.C. 


New England Mutual General Agent 
Edward G. Mura of Kansas City and 
Paul A. Hazard, Jr., of the Chicago- 
Fowler agency are life and qualifying 
members of the 1949 Million 
Round Table. 
Detroit, qualified for the second con- 
secutive year. 
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Huge Strides in Voluntary Health Cover 
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insurance and plans sponsored by medi- 
cal societies or affiliated with Blue 
Cross, while the number was less than 
6 millions only five years ago. Now 
the number covered by these plans is 
over 24 millions, a fourfold gain in just 
five years. 


Medical Plan Skyrockets 


“As for medical expense 
it was unknown 10 years ago. Five 
years ago less than a million were 
covered for this contingency by group 
insurance and plans sponsored by medi- 
cal societies or those affiliated with Blue 
Cross. It is this form of voluntary 
health insurance which is showing the 
most rapid growth proportionally, as 
the 45% gain in total number covered 
in 1948 alone indicates. 

“Thus voluntary health insurance, 
largely a new development on_ the 
American scene, has recently been mak- 
ing available new forms of coverage 
and protection against a wider range 
of contingencies. These plans are win- 
ning the increasingly rapid acceptance 
of the American people and have a most 
promising future.” 

Health insurance Council 
American Life Convention, 


insurance, 


comprises 
American 


Mutual Alliance, Assn. of Casualty & 
Surety Companies, Bureau of A. & H. 
Underwriters, H. & A. Underwriters 
Conference, Life Insurance Assn. of 
America, Life Insurance, and National 
Fraternal Congress. 


Make-Up of Committees 


Mr. Miller is vice-president and 
actuary of Monarch Life. Other mem- 
bers of the committee are: Maurice L. 
Furnivall, assistant actuary, Travelers; 
Bill Edward Howland, H. & A. Under- 
writers Conference; Frank Lang, Assn. 
of Casualty Surety Companies; Charles 
A. Siegfried, assistant actuary, Metro- 
politan Life; J. Henry Smith, associate 
actuary, Equitable Society, and J. E. 
Taylor, associate actuary, National Life 
& Accident. 

The purpose of the survey was to 
measure the extent and growth of cov- 
erage under employer-employe and 
other voluntary programs, individuals 
covered solely by government insurance 
under compulsory plans have not been 
included in the total number of persons 
protected against loss of income due to 
disability. However, data have been ob- 
tained which indicate that more than 
4 million workers were engaged in cov- 


The following table gives the estimated number of individuals covered by the 
various forms of voluntary accident and health protection on Dec. 31, 1948: 


a -_— against loss of income due to disability 


. Insurance Companies and Fraternal SocietiesS.............2ee00- 20,640,000 
B. Paid sick leave—In private industry ........cccccccccccvcssvces 4,560,000 
Paid sick leave—In civilian government service..............6- 4,750.000 


C. Employe mutual benefit associations............. ccc cece eee 
D. Union plans and other employer-employe methods............. 


TT TT OCT TT TTT OCCU CTT Te 33,410,000 


Grand total* 


1,460,000 
2,000,000 




















Hospital Surgical Medical 
II. Hospital, surgical and medical expense 
coverage 
A.f Insurance companies and fraternal 
societies 
WORN oo 60k bow were cae baw eee 13,689,000 11,203,000 2,442,000 
NG 6c b66654¥ 04 echoeucas 12,295,000 8,425,000 902,000 
Oe ei ine He wk deldwqumes oceedes 25,984,000 19,628,000 3,344,000 
B.j Blue Cross plans and plans spon- 
sored by medical societies 
JC kif | ea eerie ar re 13,636,000 4,775,000 2,711,000 
BIGUGMUOIS ok cccceedeceusgeceues 17,610,000 5,833,000 3,001,000 
WOR os ecovatasieneuneeeeeraces 31,246,000 10,608,000 5,712,000 
Cc. Other organizations 
1. Bituminous coal industry 
GRR oiis5. 066 ca wiaonxe coKepe penne 230,000 269,000 269,000 
WIGHONOOUIS: Cokes ccicccccacsvéuceueed 300,000 350,000 350,000 
2. Consumer sponsored ........-eeeee 1,600,000 1,600,000 1,600,000 
3. Industrial, excluding coal mining.. 1,260,000 1,220,000 1,215,000 
4. ‘(Private group clinicS..........ceee- 75,0 285,000 305,000 
5. University health plans............ 100,000 100,000 100,000 
"WOUGD< ccc cyeas tate cenviencene ee 3,765,000 3,824,000 3,839,000 
Grand tole <cciccesaccoccececece das 60,995,000 34,060,000 12,895,000 








*This does not include individuals covered solely by government insurance under 


compulsory plans, 


7Certain plans underwritten by insurance companies with the specific approval 
or endorsement of a medical society are excluded from A and included in B. 


ered employment at the end of 1948 
under the Rhode Island and California 
cash sickness plans and under the 
Crosser amendment to the railroad un- 
employment insurance act. Of these, it 
is estimated that about 2 million were 
protected solely by a compulsory plan. 
In addition, a temporary disability 
benefits law became effective in New 
Jersey Jan. 1, 1949. 


Other Protection Omitted 


Also omitted from the survey are 
various types of protection such as 
those listed below which were not con- 
sidered appropriate for inclusion in this 
study but which, nevertheless, provide 
many dollars in benefits to the injured 
and disabled. 

—Workmen’s compensation providing 
protection to the majority of wage 
earners against occupational accidents 
and diseases. 

—Total and permanent disability bene- 
fits included in many life insurance 
policies. 

—Commercial accident policies provid- 
ing disability indemnity and other 
benefits in event of accidental injuries, 
approximately 4% million in number. 

—Group accidental death and dismem- 
berment insurance protecting over 
6 million individuals in event of loss 
of life, limb, or sight by accidental 
means, 

—Commercial accident policies cover- 
ing travel hazards and other specified 
risks, over 4 million in number. 

—Complete medical care for persons in 
the armed forces. 

—Complete medical care for persons in 
public institutions. 

—Medical care and disability pensions 
available under certain conditions to 
war veterans. 

—Protection under automobile and all 
other types of personal injury lia- 
bility policies.. 

—Medical payments provisions under 
many automobile, residence liability 
and other types of liability policies. 


Dropped Policies Pay 
$40 Million a Year Claims 


Life insurance kept in force fer policy- 
holders under the nonforfeiture provis- 
ions of their policies after they ceased 
paying premiums now pays out nearly 
$40 million a year in death benefits under 
some 80,000 policies, Institute of Life 
Insurance estimates. 

A recent one-month analysis of death 
claims shows that 1.2% of the claims 
were policies in force as extended term 
insurance and 4.7% were policies being 
maintained as reduced paid-up insurance. 
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Business Insurance Ideas Given 
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going into the details of the agreement 
and other such matters; and closing 
on the same principles as in the per- 
sonal insurance case. Citing answers 
to specific objections, he pointed out 
the motivational possibilities in copy- 
ing the statutes relating to the dis- 
position of partnership interests, in- 
serting the prospect’s name, and show- 
ing the document to the prospect with 
the explanation, “This is the agree- 
ment you have, unless you prepare 
another, more suited to your own prob- 
lems and desires.” 


Choice Is Individual Matter 


Mr. Hilgedag told the clinic that the 
choice between a stock repurchase and 
an individual purchase plan in the close 
corporation case is an individual matter. 
He warned that the real danger under 
section 102 (undue accumulation of 
surplus) arises in cases in which the 
surplus is extremely liquid. He pointed 
out that it is impossible to separate 
estate planning and business insurance, 
that the two go hand in hand. 

Mr. Huber insisted that too often 
“we try to base the business insurance 
sale on intelligent confusion,” and he 
urged that the close corporation 
presentation avoid figures as much as 
possible in order to avoid this confusion. 
He agreed with Mr. Hilgedag that 
business insurance and estate planning 


go hand in hand, and that the agent 
must be soundly grounded in the latter 
before he can consider himself com- 
petent in the former. 

“Too often the qualification for being 

‘estate planner’ is the price of a 
letterhead,” Mr. Huber charged. He 
expressed the opinion that the agent 
must be capable of analyzing all the 
instruments of disposition available, 
concluding: 

“You can seriously damage an estate 
with a buy and sell agreement for close 
corporation interest if you haven’t done 
an estate planning job first.” 


Should Plan Each Step 

Mr. Beach urged planning each step 
of the business insurance interview in 
advance. “Study your prospect enough 
to know what will probably be the 
biggest buying appeal,” he suggested. 
“Remember that a sale is made in the 
mind of the buyer, not in the mind of 
the prospect.” The days of easy selling 
are fast drawing to a close, he warned. 
“The man who succeeds from now on 
will be the man who gets back to 
fundamentals and practices the art of 
salesmanship,” he said. 

You used to be a hero if you sold 
a pension case, Mr. Robb, life mem- 
ber of the Million Dollar Round Table, 
told the clinic in discussing employe 
benefit — for the small and average 
size business. “Now people brag that 


an 








Anico is reaching new levels in size because 
Anico’s guiding principle is the philosophy that 
the most important factors in the business are the 
agent and the public he will sell. 


That is why— 


* Anico has a line of policies that meet the ex- 
acting demands of the present-day public. 


* Anico has a contract for representatives that 
permits outstanding earnings. 


* Anico has practical Sales Aids that help the 
agent and help the public to understand how 
Anico plans fit particular needs. 


“You Can Grow With Anico!” 
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factors needed to (° 
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their agency or production includes 
no pension cases.” His own production, 
he declared, contains virtually no per- 
sonal insurance sales. 


Covers All Needs 


The difference between the sale of 
a pension trust case, a_ profit-sharing 
case, or a group plan and selling em- 
ploye benefit plans is the difference 
between package selling and_ pro- 
gramming or estate planning, Robb 
explained. ‘“ A good employe benefit 
plan,’ he declared, “covers, as needed 
in the individual case, pensions, profit- 
sharing, group, disability coverage, 
medical care, and hospitalization.” 

Discussing a subject which has been 
given little treatment, Mr. Robb made 
specific and detailed suggestion for 
finding prospects among small busi- 
nesses, making the approach, present- 
ing the plan, closing, handling objec- 
tions, and dealing with the union prob- 
lem. He recommended that separate 
plans be established for salaried em- 
ployes and hourly workers and con- 
cluded by pointing out the advisability 
of turning the case over to a specialist 
for working out the details. “Too many 
men who go into employe benefit sell- 
ing eventually forget that the payoff 
for them lies in being a salesman, not 
an actuary. The end result is that they 
take so much time away from their 
bread and butter business that they 
don’t earn half of what their potential 


“Mr. Toombs told the clinic, in the 
concluding talk of the sessions, that 
there is no chance of a new tax bill 
in 1949 and that such a bill is doubtful 
for 1950. Next year may see, however, 
a change in rates, he warned, pointing 
out that Congress, spending heavily on 
foreign aid, inevitably facing a deficit 
much larger than Presidnet. Truman’s 
estimate, will have to choose between 
increased taxes and deficit financing. 
Against the possibility of higher rates 


in 1950, however, is the fact that Taft, 
Doughton, Lucas, Brewster, and other 
influential congressional figures are 


opposed to increases. 

The speaker foresaw slight changes 
in excise taxes, no relief for family 
partnerships, no weakening of section 
102 on undue accumulation of surplus, 
no change in the law on capital gains, 
possible change in carrybacks, and almost 
certain discard of the 3% annuity tax 
rule whenever a new tax bill is forth- 
coming. 

It was announced at the concluding 
session that the proceedings would be 
published as a result of a guarantee 
of expense by Mr. Huber. They will 
be available from the business manage- 
ment services division of the univer- 
sity. Subject for next year’s clinic is 
tentatively: set as “Types of Estate 
Property and Instruments of Distribu- 
tion. 


Arwood to Jefferson Nat'l 


Thomas T. Arwood has been ap- 
pointed Jefferson National Life man- 
ager at Fostoria, O. He was with Na- 
tional Life & Accident for eight years. 





Counsel Committee 
Chairmen Named 


Committee appointments for Inter- 
national Assn. of Insurance Counsel 
have been made by President L. Dun- 
can Lloyd of Lord, Bissell & Kadyk, 
Chicago, 

The committees and their chairmen 
are: Accident and health, Richard B, 
Montgomery, Jr., Montgomery, Fenner 


& Brown, New Orleans; aviation law, 
George W. Orr, U. S. Aviation Un- 
derwriters; eligibility, Milton A. Al- 


bert, New Amsterdam Casualty; finance, 


Mr. Albert; home office counsel, John 
R. Kitch, president Security Mutual 
Casualty; journal, Ernest W. — 


assistant general counsel U. S. Guaran- 
tee; life insurance committee, T. De- 
Witt Dodson, Metropolitan Life; open 
forum, Lester P. Dodd, Crawford, 
Sweeny & Dodd, Detroit; practice and 
procedure, Lon Hocker, Jr., Jones, 
Hocker, Gladney & Grand, St. Louis; 
memorial, Milo H. Crawford, Craw- 
ford, Sweeny & Dodd, Detroit. 

The general entertainment committee 
will be in charge of L. J. Carey, Michi- 
gan Mutual Liability; men’s golf, John 
H. Anderson, Jr., Smith, Leach & An- 
derson, Raleigh; bridge, Wayne Ely, 
Ely & Ely, St. Louis; J. Harry La- 
Brum, Conlen, LaBrum & Beechwood, 
Philadelphia, is in charge of the recep- 
tion committee for new members. 





Acceptance of Incothplete 
Answer Constitutes Waiver 


The federal appeals court in Colorado 
has reversed a lower court’s judgment 
favoring State Farm Life. The assured 
had submitted an incomplete applica- 
tion, neglecting to answer the question 
asking if he had consulted a physician 
or had been under medical care in the 
previous 10 years. 

The assured died of coronary occlu- 
sion. The company contended that the 
assured falsely stated he had not been 
under the care of a physician when it 
discovered that during the 10-year 
period he had consulted four physicians, 
one a heart specialist. 

The appeals court ruled that having 
issued a policy without asking for clari- 
fication of the unanswered question, the 
company waived the incompleteness or 
inaccuracy of fact contained in the ap- 
plication. 


Slate Hershey at Chicago 


Insurance Director Hershey of IIli- 
nois will be the speaker at the first fall 
meeting of Chicago A. & H. Assn, 
Sept. 20. ‘ 

The program for the entire season 1s 
rapidly being rounded into shape by 
President John H. Campbell, Provident 
Life & Accident, and the other officers 
and directors. It is now planned to have 
the sales congress in November and 
transfer the annual dinner to the spring, 
reversing the procedure that has been 
followed in recent years. 
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Investment Trust Salesmen’s Plans 


(CONTINUED FROM PAGE 7) 


companies. These holdings were reduced 
in the first half of the year. Insurance 
companies in which stocks were held 
included American of Newark, Conti- 





tually engaged in the work. Some funds 
are operated by a management which 
contracts with a securities house to 
do the sales work. A variation of the 
fund is Investors Diversified Services, 
Inc., formerly Investors Syndicate. It 
has a sizable proportion of its assets 
in mortgages and bonds. 

Sales literature prepared by one secur- 
ities house says to the prospect: “Your 
savings bank dollars are for emergency 
purposes, your life insurance dollars 
are for family protection. See what your 
dollars can provide when invested in 
mutual investment companies.” It goes 
on to relate that all of these institutions 
operate under state and federal regula- 
tion, put money to work by investing 
it, spread their investments, and have 
experienced men watching them. It 
points out that the trust fund does not 
promise to return a specific amount of 
dollars while the others do, but that 


the trust fund gives dollars a chance 
to grow, which it says savings banks 
and life companies do not. Savings 


banks pay interest up to 2%, life com- 
panies up to 3%, but the trust fund pays 
from 34% to 6% it says. 


SAMPLE PRESENTATION 


A sales piece utilized by Hugh W. 
Long & Co., national distributors for 
Fundamental Investors, one of these 
funds, presents two plans through which 
capital may be accumulated while in- 
surance protection is enjoyed. It is 
accompanied by a copy of the prospectus 
of the latter organization, under SEC 
rules. Headed, “How to Build an Estate 
and Protect Your Family,” it is the 
argument used to compete with the sale 
of an endowment policy. Similar data 
are shown when another need, such as 
retirement income or a child’s educa- 
tion, is to be met. 

The first plan listed shows that by 
investing $12,000 in a 10-year non- 
participating endowment policy, with a 
quarterly premium of approximately 
$300, the cash surrender value, after a 
period of 10 years, will be $12,043. 
Throughout the 10 years, under this 
plan, the insurance coverage would be 
$12,043. 

The second plan shows that by in- 
vesting $12,000, 10,200 in Fundamental 
Investors, Inc., and $1,800 in non- 
renewable 10-year term insurance, the 
10-year accumulated dividends — will 
amount to $4,024 with a liquidating 
value of $12,139. The term insurance 
in force during the entire 10-year pe- 
riod would be $14,286. 


Dividends Subject to Taxes 


It should be noted that the accumu- 
lated dividends are subject to both 
income and capital gains taxes, which 
would reduce the total. The presenta- 
tion does not explain that when the 
life insurance protection ceases the in- 
vestor may no longer be able to pur- 
chase it. Nor does it say that a favor- 
able market period was selected. 

Perhaps the greatest problem of the 
salesmen of these organizations is to 
overcome public suspicion of the stock 
market, a suspicion that has_ existed 
since the 1919 crash, and which has 
been perpetuated by countless articles, 
books, and statements like “He lost his 
money in the crash.” The salesmen 
consequently have more more difficulty 
than the life agent in being accepted. 
They admit that their interest rates 
are not guaranteed but some can point 
to good records. The sales literature 
lacks the confident touch of the life 
company agency and advertising de- 
partment, but rather approaches the 
prospect with a long list of reasons 
why it is a secure investment to build 
confidence. There are few people who 
question the security of an investment 
in life insurance. 

Once the prospect accepts the sales- 
man’s wares, however, there is a definite 
advantage to a trust fund investment, 
these salesmen say. People who can 








nental Casualty, Continental, Firemen’s 


afford to speculate are the most suscep- of Newark, Great American, and Spring- 


es a ? oe field Fire & Marine. The insurance 
ey point out that with inflation shares had a total market value of 
much more retirement income is re- ¢1 ggg 950. 

quired than before. With insurance com- Shacciabiers: -can.ccld: thet. diana at 
panies offering interest of less than rear ; : : Lanne aaa 
3%, they tell prospects that the only any time at a market value which is 


the redemption 
the Dow-Jones 


determined twice daily, 
price being based on 
averages. 

Several sales plans are available from 
the fund..There are periodic payment 


way to solve their retirement problems, 
and have sufficient money, is to place 
it with them where it will earn 5% 
or 6%. They urge more aggressive use 
of capital. 


‘ 4 plans with or without group credit 
Comparative Interest Earnings life and a fully paid plan. Tis scsiedic 
One trust fund sales executive said Payment plan calls for payments at 
recently, “At 2% interest compounded the rate of $10, $15, $20, $25, and 
annually, a dollar bill will double in varying larger amounts per month pay- 
35. years. 5% interest compounded able over a period of 120 months. The 
annually, a dollar will double in 14 amount of insurance written varies up 
years. Increasing the rate of return on to $10,000 and it covers the value of 


the remaining payments. If the share- 
holder dies during his payment period 
the insurance covers the remaining 
amount and it is’ paid into the fund, 
completing the investment plan for the 
beneficiary. The insurance is written 
by! a group life company. This brings 
life insurance into the investment plan 
in two ways, for the shareholder has 
already been encouraged to purchase 
term or whole life, for protection. 
With figures like these, and far more 
contained in the prospectus and _ sales 
literature, the trust salesman feels 


$5,000 of savings from 2% to 5%, or 
by $150 annually, provides the where- 
withal (for a man of 40 years) to buy 
almost $6,000 of additional ordinary 
life, or about $10,000 of term insur- 
ance.” He asserted that the conservative 
investment practices of banks and life 
companies which call for bond pur- 
chases and mortagage loans result in 
their getting back only the same num- 
ber of dollars they have put to use. “If 
they (life companies and banks) make 

a profit on their investments, the profit 
is put into reserve to make good the oc- 


casional losses incurred—for instance, equipped to give any investor a num- 
” 

when a mortgage turns sour.” He did, ber of arguments as to why he should 

however, indicate that insurance for buy. A number of the salesmen are 


protective purposes, but not investment, former life agents who have gone into 


is a necessity. the trust business. They use their 
The net of the sales argument from knowledge of life insurance in their 
the trust company side is that the pub- presentation. 


lic should invest. its money in mutual The trust salesman is not a big city 
funds, and use life insurance only for phenomenon. Many are active in small 
protection. ; ? towns. It is one of numerous theories 

Atypical investment fund which advocated in recent years to beat the 


operates on a retail basis is the First 
Investors Corp. of New York City. 
Sales operations are conducted from an 
office which resembles that of a life 
general agency, with charts showing the 
sales production of individual represen- 
tatives, etc. One of the funds of which 
shares are sold by this organization is 
the Wellington Fund. As of June 30, 
1948, it had total assets of about $76 
million. Since 1929 it has increased in 
size from $194,769. On June 30, 59.73% 
of assets were in common stocks, 4.47% 


interest life companies will guarantee. 
A variation of it occurs in veterans 
administration offices, where some vet- 
erans who appear for information on 
National Service life, or who wish to 
convert to permanent insurance, have 
been told to retain their term insurance 
for a number of years and put their 
money into government bonds for 10 or 
20 years. 

Of course, the feature that the invest- 
ment trust salesmen don’t like to talk 
“load” or “pack.” 


in appreciation bonds and _ preferreds. about is the so-called 

23.16% in investment bonds and _pre- his consists of about 8% usually, the 
ferreds, and 12.64% in government house getting about 2% and the sales- 
bonds and cash. The assets were dis- men 5 or 6%. _This amounts to better 
tributed in utility, oil, bank, gas, avia- than a year’s dividend return and there 
tion, mining, and 20 other different in- has to be that much appreciation in net 
dustries and businesses. About 2.5% asset value before the investor can cash 


of assets were in stock fire and casualty in even. 





WANTED: MANAGER OF ORDINARY AGENCIES 


An Eastern Combination Life Insurance Company 
seeks an experienced man to develop and manage 
an Ordinary Agency organization in the States of 
New York, New Jersey, Pennsylvania and Connecticut. 


Give full details as to your qualifications and experi- 
ence. Address Box V-55, c/o The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED 


Lawyer with Home or Branch Office experience in 
processing loans for Mortgage Department of a 
Middle Western Life Company. State qualifications 
and desired salary. Address V-53, c/o The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 
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setts Mutual, Springfield, Mass.; Hasel- 
tine, B. D., National of Vermont, Hart- 
ford; Haseltine, E, D., Jr., Northwestern 
Mutual, Haverhill, Mass.: Hays, . - 
Provident Mutual, Philadelphia; Hay- 
wood, D. J., John Hancock, Warren, cs 
Hennig, F. R., Monarch Life, Springfield, 


Mass.; Hess, R. C., Northwestern Na- 
tional, Los Angeles; Hill, R. J., Benefi- 
cial, Seattle; Hirt, D. E., Equitable So- 


Ia.; Hollembeak, Han- 
nah, Northwestern Mutual, neta: 
Holmes, W. H., Aetna Life, Hartford; 
Honigfeld, Joseph, Metropolitan, New- 
ark; Hood, O. A., Southland, Lubbock, 
Tex.; Horton, R. H., Metropolitan, Cov- 
ington, Ky.; Hoult, J. H., New York Life, 
Dayton, O.; House, R. S., New England 
Mutual, Hartford; Howard, R. C., Liberty 
National, Oklahoma City; Hozman, _H. 1 
Metropolitan, Chicago Hube We 
Northwestern Mutual, Fort Vebtehmieas’ 
Wis.; Hughes, Leon, Southwestern, Dal- 
las; Hummel, C. B., Equitable Society, 
Boise; Huntington, W. R., III, Equitable 
Society, Newark; Hurd, J. C., Penn Mu- 
tual, Boston; Hutchinson, Mitchell, U. S. 
Life, Honolulu. 


ciety, Mason City, 


* 


Prudential, 
Metropolitan, 


Isen- 
York 


Newark; 


Illis, E. 
New 


bei'g, R. 
City. 

Jamison, H. L., Jr., University of 
Pennsylvania; Jandoli, L. C., Prudential, 
Summit, N. J.; Jay, Gustave, Jr., Giraid 
Life, Newark; Johson, D. B., Continental 
Assurance, Cleveland: Johnston, S. 
Jr., Travelers, Chicago; Juni, Max, Met- 
ropolitan, Brooklyn. 

Kavulla, Michael, Metropolitan, Steuben- 
ville, O.; Kelly, L. O. New York Life, Sac- 
ramento; Kennedy, R. E., Indianapolis 


L., 
Co 


Life, Noblesville, Ind.; King, V. R. \Pru- 
dential, Miami; Kingsbury, E. H., + age 
Trust, New York City; Kleppe Tr, J. J. Na- 
tional of Vermont, New York City; ces. 
son, T. E., Northwestern Mutual, Bakers- 
field, Cal.; Koch, S. H., Northwestern Mu- 
tual, Madison, Wis.; Koch, V. E., Massa- 


chusetts Mutual, St. Louis; Kugler, J. P., 
John Hancock, Philadelphia. 
oe < 

M. A., Prudential, New York 
Hyman, John Hancock, 
National of 
Decatur, Ill; Latham, P. W., 
England Mutual, Minneapolis; Lau, 
Massachusetts Mutual, Detroit; 
Leon, State Mutual Life, In- 

Leiser, H. E., Equitable of 


Laitman, 
City; Lander, 


Brooklyn; Lashbrook, E. E., 
Vermont, 
New 
> Bras 
Lawhead, 
dianapolis; 


Iowa, Milwaukee; Leonard, A. L., Insur- 
ance Society of New York, New York 
City; Little, J. M., Prudential, Newark; 
Lord, Kenneth P.. Jr., Travelers, New 
York City; Ludwig, F. J., Prudential, 
Chicago; Ludwig, M. R., Equitable of 
Iowa, Painesville, O.; Lurie, B. J., North- 
western Mutual, Evansville. 
' * ++ 


MacManus, T. H., Great-West, Los An- 
geles; $ Jefferson Standard, 
Greensboro, N.C. T. C., North- 
western Mutual, St. Paul; Malmberg, H. 
A., Reliance, Seattle; Mamer, Fred H., 
Equitable Society, Kalamazoo: Mann, A. 
Connecticut Mutual, Decatur, TL; 

& Prudential, Newark; 
Lincoln National, Washing- 
ton, 2.°<.3 Martin, L. W., Mutual Benefit 
Life, Miami; Martin, Ww. F., Mutual Life 
New York City; Mason, C, §&., Standard 
of Oregon, Boise; McCarthy, Leo., Equi- 
table Society, St. Louis; McClain, = Pe : 
Bankers of Iowa, Detroit; McCord, R. S., 
New England Mutual, Buffalo; Mc- 
Creight, W.. J... IF., Southwestern, Abi- 
lene, Tex.; McGlinn, rT. Mutual Benefit 
Life, Miami; McGuire, ¥ D., New York 
Life, New ark; McKean, H. A., Prudential, 

Los Angeles; McKeon, H. J., Aetna, New 
Haven; Merritt, F. c,, Central of Iowa, 
Des Moines; Merwin, K. G., Prudential, 
Woodhaven, N. Y.; Metcalf, Ws Ge 
New England Mutual, Roanoke; Meyer, 
Jr., Equitable Society, Chicago; 
. C., Connecticut Mutual, Cin- 
Mills, J. C., Gulf Life, Tampa; 
Mitchell, W. ., John Hancock, Albany; 
Moffat, G. P., Jr., Mutual Benefit Life, 
York City; Momsen, W. L., North- 
western Mutual, Milwaukee; Moncsko, 
J. M., Travelers, Saratoga Springs, Bas 
Morgan, M. C., Fidelity Union, Houston: 
Morpurgo, Samuel, Prudential, Chicago; 
Morrison, J. P., Travelers, Brooklyn: 
Mudgett, J. A., Metropolitan, New York 
City; Mull, D. F., College Life, East Lans- 
ing, Mich.; Musser, Beach, Equitable So- 
ciety, Kansas City; Myatt, L. J. Pru- 
dential, Birmingham; Myers, H. K., 
Travelers, Cleveland; Myhre, H. C., 
Northwestern Mutual, Madison, Wis. 

Niezer, B. M., Lincoln National, Fort 
Wayne. 

er * 

Ogren, J. I., Prudential, Brooklyn; 
Olson, E. E., Prudential, Woodbury, N. 
J.; Osmer, W. L., Equitable Society, Terre 
Haute, Ind.; Oswald, L. J., Jr., Penn Mu- 
tual, Philadelphia. 
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W. S., Mutual Benefit Life, 
Parsons, R. B., New England 
Mutual, Chicago; Pasco, John, Jr., Equi- 
table Society, Petersburg, Va.; Pearce, 
J. Ju Equitable Society, Wi mington, 
Del.; Pease, G. S., Equitable of Iowa, Des 
Moines; Penland, E., Jf., Reliance, 
Atlanta; Peterson, A. S.. ‘New York Life, 
Monroe, Wis.; . F., Travelers, 


Palmer, 
Boston; 


Bridgeport, CGonn.; Pickett, J. H., Jr., 
Fidelity Mutual, Louisville; Power, ‘y. J:, 
Mutual Life, Providence; Powers, E. J., 
John Hancock, Springfield, Mass.; Pullen, 
D. S., Occidental, Los Angles. 
* * * 

Reed E. M., National of Vermont, Bat- 
tle Creek, Mich.; Reilly, J. S., Mutual 
Benefit Life, Charlotte, N. C.; Richards, 


Joel, Jr., New York Life, Salt Lake City; 
Ricks, Statham S., Southwestern, Dallas; 
Riordan, H. J., Liberty Life, Greenville, 
S, ©C.; Rivers, wi. &., Equitable Society, 
Louisville; Roberts, G. F., Frank & 
bois, New York City; Roe, J. F., Mutual 


Life, New York City; Rosch, c. #., 
Northwestern Mutual, Baltimore; Rosen, 
N. K., Home Life of New York, New 


Rosenfeld, J. R., Equitable 
York City; Rosenthal, 
A., Mutual Life, St. Louis; Ross, James 
c., Jr., Penn Mutual, Philadelphia; Roth- 
ermel, C. T., Jr., John Hancock, Chicago; 
Ryan, R. J., Equitable Life ‘Assurance 
Society, Detroit. " 


York City; 
Society, New 
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F., Home Life of New York, 


Saint, P. 
Penn Mutual, 


Boston; Saissline, F. D., 
Detroit; Sandberg, E. E., Equitable So- 
ciety, New York City; Saracco, P. A., 
Prudential, New York City; Scanlon, J. 
. Equitable of Iowa, Cincinnati; 
Schmidt, K. H., National of Vermont, 
Akron; Schnitzer, Viola, Fidelity Mutual, 
Cincinnati; Schonfeld, Emanuel, West- 
ern & Southern, Cleveland; Schur, Wwil- 
liam, Equitable Society, New York City; 
Schwarz, L. K., Jr., Prudential, Newark; 
Sells, B. M., Prudential, Long Beach, Cal.; 
Sheahan, P. F., New York Life, Youngs- 
town; Shinn, F. H., Jefferson Standard, 
Concord, N. C.; Shinn, R. R., Metropolitan, 
New York City; Simmons, F. E., Jr., Pan- 
American, New Orleans; Slocum, Kelsey, 
Penn Mutual, Portland, Ore.; Smith, R. W., 


Prudential, Shelbyville, Ind.; Spellman, 
N. H., Prudential, Los Angeles; Spritzer, 
H. M., John Hancock, Brooklyn; Stans- 
berry, C.. ¥., d®., Northwestern Mutual, 
Joliet, I11.; Steger, J. &., Massachusetts 
Mutual, St. Paul; Stein, Harold, Metro- 
politan, Chicago; Sterns, G. F., Berk- 
shire, Des Moines; Stewart, F. K., Penn 
Mutual, Chicago; Stith, R. T., New Eng- 


land Mutual, St. Louis: Stockman, H. C., 
Jr., New England Mutual, Newark; Strat- 
ton, C. J., Mutual Life, Dubuque; Stryker, 
J. M., Massachusetts Mutual, Buffalo; 
Summerhays, C. J., Beneficial, Salt Lake 
City; Swan, W. J., Northwestern Mutual, 
Elmira, N. Y.; Swanson, B. N., Northwest- 
ern Mutual, St. Paul; Swisher, SMe Tes 
Equitable of Iowa, Des Moines; Szabo, 
Ralph, Mutual Benefit New York 


City. 


Life, 


x ok Ox 


Provident Mutual, 
Dunbar Life, 


Balti- 


Tayloe, B. O., 
Cleve- 


more; Taylor, A. L., 


land; Taylor, J. A., Equitable Society, 
South Bend; Temple, D. E., Equitable 
Society, Springfield, Mass.; Thomas, R. 
E., Northwestern Mutual, "Los Angeles; 


Virginia Life & Cas- 
ualty, Richmond; Thorngren, J. L, 
Bankers of Iowa, San Antonio; Tillou, 
W., Mutual Benefit Life, New York City; 
Tomlinson, Cc. W., 3ankers of Iowa, 
Madison, Wis.; Toohey, J. P., Connecti- 
cut General, Olean, N. Y.; Trump, R. M., 
Washington University, St. Louis; Tus- 
sey, C. E., New York Life, St. Louis. 
Van Dyke, Robert T., National of Ver- 


Thompson, E. H., 


mont, Glen Falls, N. Y.; Van Tassel, G. 
E., Metropolitan, New York City; Van 
Vieck, R. C., Phoenix Mutual, Oklahoma 


City. 
ee Se, 

Metropolitan, Minne- 
apolis; Wagner, W. R., New England Mu- 
tual, Harrisburg; Walker, Roe, North- 
western Mutual, Milwaukee; Walker, W. 
T., Massachusetts Mutual, Memphis; 
Walters, D. B., Equitable Society, Chi- 
cago; W eathers, Vv. S., Jefferson Stand- 
ard, Shelby, N. C.; Wells, J._A., Equitable 
Society, Racine; Wells, J. a Equitable 
Society, Decatur, Ill.; Whitaker, H. W., 
Metropolitan, Roslindale, Mass.: White, 
J. A., Jefferson Standard, Charlotte, N. 
C.; Whiteacre, R. W., Union Central, 
New York City; Williams, L. D., John 
Hancock, Houston; Williams, Rita M., 
Metropolitan, New York City; William- 
son, P. J., Life of Virginia, Baltimore; 
Winters, R. W., Northwestern Mutual, 
Champaign, I1l.; Wolf, L. 
Life, New York City; 
Northwestern Mutual, Decatur, 
Woods, Gene, Northwestern Mutual, For- 
syth, Mont.; Woods, W. A., Travelers, 
Boston; Workman, R. M., (Prudential, 
New Orleans; Wright, A. W., Metropoli- 


tan, New York City. 
Zeidman, Norman, Equitable Society, 
Boston; Zobler, M. M., Home Life of New 


York, New York City. 


Wadlund, D. C., 


Scott UCD Superintendent 


LOS ANGELES — Linden L. Scott 
has been appointed superintendent of 
the UCD department in the southern 
California department of Fireman’s 
Fund Indemnity. He was formerly 
with State Mutual Life and Continental 





Assurance. He was a navy lieutenant 
' commander during the war. 


“Ads” for Unlicensed 


Insurers Barred in N. 


RALEIGH, N. C. — Coigffhissione 
Cheek has just warned North Carolina 
newspapers and radio stations against 
carrying advertising of insurers not 
licensed in the state. 

He holds that the advertisement by 
agencies in this state of companies not 
licensed in this state, and the practice 
of accepting communications from citi- 
zens of this state to be transmitted to 
such non-licensed insurers is in viola- 
tion of the law. 


Postpone Chapter 9 Case 


LOS ANGELES Suit of Pierce 
Insurance Co. against Commissioner 
Downey of California to have the su- 
perior court declare that certain profits 
on policyholders of a former chapter 
nine company, which the Pierce com- 
pany succeeded, belong to the Pierce 
company and not to the policyholders 
of the old company, as the insurance 
department has held, has been continued 
to Aug. 26, on motion of the company 
to quash the commissioner’s defense on 
the ground that he could not appear on 
his own behalf in the case because the 
attorney-general, by statute, is counsel 
for the head of any state department. 

A peculiar angle to the case is that 
the attorney-general has ruled the prof- 
its belong to Pierce company. Because 
of changes in the law the commissioner 
is not bound by a ruling of the attorney- 
general as formerly. Hence his decision 
to appear on his own behalf. 


I.0.F Names Kidd 


John J. Kidd has been named comp- 
troller at the head office of Independent 
Order of Foresters. 


Kenneth Fitch, million dollar pro- 
ducer with New York Life, Wichita, 
addressed Wichita Lions Club on “The 
Spirit of ’76.” 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans on 3% American 
Experience reserve basis. Thirty- 
one years old — $252,984,452.00 
in force. Mortality experience 
1948 24.44%. Rate of assets to 
liabilities—108.56%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically _re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 

to ; 

THE SUPERINTENDENT OF 
AGENCIES 


ee ee a ae 


Herman L. Ekern, President 





608 Second Ave. So., Mi polis 2, Mi t 











ASSETS OF OVER 


$46,013,000 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 
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“Why, Tommy, we're not going to move away! 


“Is that what you’ve been worrying about, Tommy? About 
moving to another part of town and leaving your home and 
school and all the ‘gang’? Why . . . I should have told you 
sooner, dear. Your Dad was a very wonderful man. I want you 
to remember that a/ways, Tommy. He planned so carefully for 
our comfort. We'll always live in this house. And you'll keep 
right on with school... and camp... and the college where 
you're entered. Daddy and his insurance adviser saw to that!” 


Seer 





ey * , 
ATNA LIFE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 
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AN EQUITABLE BRIEFCASE 
One of a series of advertisements illus- 
trating how a life insurance agent serves 
his community by selling life insurance. 








Amazing —bumper crops of wheat in this briefcase! 


FRANK TOWNSEND, the owner of this briefcase, is no 
farmer—but he’s helped sow the seed for several 
thousand bushels of wheat, corn and other vital 
crops. What’s more, because of his success in plac- 
ing Equitable Plans for the Business of Farming, 19 
families in his section have become farm owners 
instead of tenant farmers. 

And from this same briefcase of Frank Town- 
send’s have come a score of Equitable Assured 
Home Ownership Plans. It is generally agreed that 
men who own their own homes or operate their own 
farms are the backbone of a free country. So Frank 





usten ro “THIS IS YOUR FBI” 


... Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT + ABC Network 














Townsend has a mighty good reason to feel satisfied 
with the job he’s doing as an Equitable Society 
Representative. Men of his stamp have a right to 
the highest title that can be awarded in a democracy. 
He’s Frank Townsend, Good Citizen...a man who 
does much more than his share to make his home 
town a better place to live in. 

That’s why Frank wouldn’t trade jobs with any- 
one else in the country. As a member of an honored 
profession...as a representative of an institution like 
the Equitable Society, he holds the respect and 
regard of every one who counts in his community. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 











